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“the voice is faint—but the message is clear. 
Your mother’s sister hid a fortune in Hong Kong!” 
That would be Aunt Bessie. She’s still on the farm 
in Bell County trying to build up her fortune with the 
egg money from a few fusty hens. Aunt Bessie wouldn’t 
know Hong Kong from Hoboken! Some predicting. 


Plain fact, as every life insurance agent knows, is 
that you can’t predict the future. But he also knows 
that you can prepare for the future on the basis 
of what happens to most people and still take 
care of the exceptions. 


THE UNION CENTRAL ¢: 


“She says a fortune will be waiting for you... 








Certainly the best preparation is life insurance 
with its policies and combinations of policies to meet 
every conceivable need. 


For it is true that life insurance has kept pace 
with the needs of people. It has altered with the 
times, broadening its scope, adapting itself more 
flexibly to human situations. Of all means to create 
an estate and take care of future contingencies, none 
can equal life insurance. It is created for people 

and the measure of its worth must always be 

how well it serves humanity. 
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... So Proudly We Hail 


the 121 Jefferson Standard “Mr. 4%’s” who, through Quality Underwriting and consis- 
tent high-level business this year achieved the National Quality Award. This is the 
greatest number of men from Jefferson Standard ever to receive the award ... and it 
mirrors distinctly the constant growth and aggressiveness of the company—and the men 


who ARE the company. 


“Who is 
Mr. 4%?°° 





Mr. 4% Represents the Jefferson Standard 


Jefferson Standard, now guaranteeing 214% on policies currently issued, 
has never paid less than 4% on policy proceeds left on deposit to provide 
income. Four per cent is the highest rate of interest paid by any major life 
insurance company in America. 


Mr. 4%, a welcome visitor in the homes and offices of thousands of policy- 
holders, is pointing the way to extra income through 4%. His friendly coun- 
sel is helping policyholders and beneficiaries use life insurance more 
effectively—the Jefferson Standard way. 


Jefferson Standard 
LIFE INSURANCE COMPANY 


HOME OFFICE e GREENSBORO, N.C 
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DEDICATED» 


*DEDICATED to the convic- 
tion that the life underwriter 
serves best when he has the 
broadest choice of policies — 
so that he may always fit the 


qolahigela mom sala lclatalabsictele| 






of the client to the contract. 
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Induct Gilmore as N.A.L.U. President 





Y. Leaders Stick 
s Their Guns on 
ompany Members 


Say State Body Charted 
' Course Knowing NALU 
Board Might Disapprove 


“Severance of the long-standing affi- 

ition between the New York State 

n. of Life Underwriters and the Na- 

nal association loomed as a possibility 

te this week, following the N.A.L.U. 

ard of trustees’ reaffirmation Wednes- 

of its decision of last Saturday that 

U. by-laws prohibit New York's 

ian to induct company members on a 
loo-voting, dues-paying basis. 

IN The possibility is not of secession— 

be New York leadership is definitely 

painst that—but of expulsion if the 

York state body should go ahead 

ith its program despite the N.A.L.U. 

pard’s interpretation of the by-laws as 

gohibiting enrolling of companies as 

members of a state life underwriters 

sociation. 


Based on By-laws 


“Incidentally, it was made clear that 
the board’s decision has nothing to do 
with the merits of company member- 
ships but is solely based upon what the 
board believes the by-laws say can be 
done and can’t be done. 
Following the issuance of a press 
felease Wednesdiv by Frank Alberts, 
Aetna Life. Rochester. president of the 
} State association, detailing what it con- 
I Siders to be the “logical implications” 
of the N.A.L.U. board’s decision, the 
board mer with the New York delega- 
tion Wednesdav evening. Despite the 
New York contention that the ukase 
Was inconsistent with other forms of 
accepting compinv financial aid not 
hitherto found obiectionable, the board 
teaffirmed its Saturday decision. 


Delegates Had Approved 


' Thursday afternoon the New York 
delegation held another press conference 
at which it expressed its disagreement 
with the N.A.L.U. board's decision. The 
answer to questions about possible se- 
(sion was a very positive “no.” But 
it was also made clear that the state 
association had the unanimous approval 
its company-member plan from its 
tes at two meetings held six 
Months apart, the second one being 
a letter had been read from Presi- 
dent David B. Fluegelman of N.A.L.U. 
asking that the matter be held in abey- 
ance until after the N.A.L.U. board 
had had a chance to pass on it. 
It was obvious at the press conference 
that the New York state people would 
eeply regret a severance from N.A.L.U. 
and would not withdraw voluntarily. 
ut it was also clear that with con- 
umued whole-hearted support of the 
@mpanv program bv the state’s local 
ang comprising some 6,000 
hem New York is not likely to 
bedeterred from its course by the pos- 
MONTINUED ON p 
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Collins Wins Over 


| Syphus in Contest 


ROBERT C. GILMORE, JR. 


Mutual Benefit Life, Bridgeport, Conn., President 
of National Assn. of Life Underwriters 








Gilmore Long a Producer, on 
‘General Practitioner’ Basis 


Robert C. Gilmore, Jr., the new presi- 
dent of the National Assn. of Life 
Underwriters, has been a personal pro- 
ducer in the life insurance field ever 
since he went into the life insurance 
business with his present company, 
Mutual Benefit Life, at Hartford in 
1935. In the fall of that year he moved 
to Bridgeport, where he has lived ever 
since. 


Mr. Gilmore could well be regarded 
as typical of the successful career agent 
who produces a steady, substantial vol- 
ume of soundly diversified business 
each year. He does not strive to be a 
specialist but is more of a general prac- 
titioner in the field of life insurance 
selling. Year in and year out he writes 
from half to three-quarters of a million 
annually. He is consistent qualifier for 


the Mutual Benefit President's Club. 
He has been a member of the company’s 
agents’ advisory committee for two 
years. 


N.A.L.U.’s new president has held all 
the offices in the Bridgeport and Con- 
necticut associations. 


Before going into life insurance in 
1935, Mr. Gilmore was the owner and 
editor of a trade publication now known 
as Modern Plastics. 


Before being elected secretary of 
N.A.L.U. a year ago, Mr. Gilmoré 
served as a trustee. In his career with 
the National association he has headed 
various important committees. During 
the past year he has been chairman of 
the committee on group insurance. 


for Secretary Post 


Trustees: Donohue, Ries, 
Davidson, Doyle, Green, 
Peterson, O’Quinn 


By Robert B. M:tchell 


N.A.L.U. Secretary Robert C. Gil- 
more, Jr. agent of Mutual Benefit 
Life at Bridgeport, Conn., was unani- 
mously elected president of the National 
Assn. of Life Underwriters at the 
national council session Thursday after- 
noon at Cleveland. 


Other officers elected are: 

Vice-president—Robert L. Walker, 
manager Peninsular Life, Orlando, 
former trustee. 


Secretary — Stanley C. Collins, 
agent of Metropolitan Life, Buffalo, 
former trustee. 


Treasurer—Osborne Bethea, man- 
ager of Prudential at Newark (re- 
elected ). 

The closely matched strength of the 
two secretary candidates—the only offi- 
cer post on which there was a contest 
—was indicated by reports that Mr. 
Collins won by a margin of seven votes 
over the nominating committee’s candi- 
date, Harry J. Syphus, Beneficial Life, 
Salt Lake City. 

There were no floor nominations for 
trustee candidates. The following seven 

(CONTINUED ON PAGE 41) 








Fluegelman to be 


Conn. Mutual G. A. 


Because of his prominence as presi- 
dent of N.A.L.U., there was unusual 
interest in the announcement Thursday 
evening at the N.A.L.U. meeting in 
Cleveland that David B. Fluegelman 
will on Sept. 1 join Connecticut Mutual 
as a general agent in New York City. 
He has been a personal producer for 
Northwestern Mutual at New York 
since he entered the business as an 
agent in 1931. 

The announcement was made at the 
Connecticut Mutual dinner Thursday 
evening at Cleveland. 

Mr. Fluegelman’s agency, one of Con- 
necticut Mutual’s oldest and largest 
was headed for many years by Harry F. 
Gray and more recently by Paul L. Gui- 
bord, resigned. Offices are at 6 East 
45th street. 

Long an outstanding figure in as- 
sociation affairs, Mr. Fluegelman has 
been president of both the New York 
City and the New York State associa- 
tions as well as N.A.L.U. 

Mr. Fluegelman is a life and qualify- 
ing member of the Million Dollar 
Round Table and a member of the Ten 
Million and Over Club of Northwestern 
Mutual. He is a graduate of the College 
of the City of New York 
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By Howard J. Burridge 

Written for the Bretton Woods, 
N. H., meeting of the Million Dollar 
Round Table and shown since then in 
four or five cities, Laflin Jones’ dra- 
matically moving play “Stardust” 
achieved life insurance big time when 
it was given as the concluding feature 
of the second general session of this 
week's N.A.L.U. meeting in Cleveland. 
There have of course been other life 
insurance plays, but most of them have 
been almost sickeningly sentimental. In 
the language of today, they have been 
corny. What Mr. Jones has written is 
on a decidedly higher level. It should 
be said at once that it makes a frank 
appeal to the emotions. it “tugs at the 
heart strings,” as the old time dramatic 
critics used to say, but as the story un- 
folds there is a balance and restraint 
about it that makes it seem natural. and 
certainly not overdone. The message 






















Sarma areal atime merereemeal 


Monumentat LIFE is ene of the few life insurance companies 


‘Stardust,’ Little Masterpiece, 
Shows Restraint, Maturity 


“STARDUST” 

A one-act play in four scenes by Laflin C. 
“Bob” Jones, Northwestern Mutual. Pre- 
sented at public music hall in Cleveland 
on Aug. 27 at the second general session 
of the 64th annual convention of the 
National Assn. of Life Underwriters. 


CAST 

John Wilson, A Round Table 

member ..........................Kenneth Greaves 
a, . CE Gertrude Keene 
Alex Cannon, John’s attorney 

and friend...............Arnold Hildebrandt 
Dick Wilson, 

John and Mary’s son....Thomas Detienne 
....Margo Gilmore 
Morgan Jackson 


Mrs. Bradshaw ............. 
Edward Bradshaw........ 





that Mr. Jones had in mind conveying 
reaches both the hearts and minds of 
those in the audience. In its way, and 
by comparison with anything else of a 
similar nature that has been produced 
so far, it may be said without the slight- 
est over-statement that it is a little 
masterpiece. 

It depicts the situation of a Million 
Dollar Round Table member who is 
having trouble currently in qualifying. 
In a few short minutes it is established 


that he has lost the human touch, the 
deep sincerity and enthusiasm for his 
work. As his wife is made to express 
it when he began and in the first flush 
of life insurance selling, he was “a man 
with a mission.” Now he has changed. 
He had become ruthless competitively, 
self-centered, devoted to money-making, 
and rather on the overbearing and in- 
considerate side. As the play develops, 
it is revealed that not only his wife, but 
his attorney and his son have sensed the 
change in him. They deplore it but 
seem unable to say or do anything that 
will produce an alteration of it. 

Coming home from college, the son 
in a talk with his father makes it plain 
that he will not enter the life insurance 
business when he graduates. He out- 
lines his conception of his father’s work 
and of his attitude and while granting 
that he is successful. says at the con- 
clusion of the talk, “Dad, I don’t think 
vou're a happy guy.” 

What has been made to develop into 
a frustrating and apparently unchanging 
situation undergoes a rapid and unpre- 


(CONTINUED ON PAGE 15) 





in the United States whose age is 95 years or more. It has grown from 


modest size to an organization with 57 branch offices located 


in 42 cities throughout 13 States and the District 





of growt 














service indicates that although Monumental Life is old in years, it has 
remained a youthful organization . . . that it has the ability to adapt itself to the ever- 


changing times . . . that it faces the years ahead with assurance and confidence. 


Over HL ° ¥y ears of Columbia. Over the years, Monumental 


h Life has always served its policy- 


holders promptly and faithfully. 
and SECLrUVUICE This record of growth and 


@ Each of our 57 branch managers was formerly 


@ Over 95 years of successful insurance under- 
writing. -~ of ma Our wee. of ogee _ 
vi : . ‘lity. 
@ Assets over $144,000,000 — financial stability SARE aan EEN Te ee Orne 
second to none. - 7 4a) 
@ Our record of accomplishment is a testimonial to 
@ Over 765 million dollars of life insurance in force. our men in the field. 


MONUMENTAL LIFE 
INSURANCE COMPANY 


HOME OFFICE * CHARLES & CHASE STREETS * BALTIMORE 








G. A. M.C. Groups 
Report Progress 
In all Spheres 


Committee Concludes 
Its Second Year; 
Marsh is Chairman 


The report of the General Agents 
& Managers Conference, headed by 
John D. Marsh, Lincoln Nationa, 
Washington, D. C., vice-president of 
N.A.L.U., reported progress on jj 
fronts. The conference is concluding 
its second year. 

Ten area or state management cop. 
ferences have been held since Jan. | 
and six others are scheduled for this 
fall. A new and highly successful are, 
conference for the District of Columbia, 
Maryland, Virginia and Delaware was 
held at Washington and will be con. 
tinued on an annual basis. 


Conferences Lacking 


As disclosed by a survey made by 
the conference’s committee on area and 
state meetings, there appears to be a 
need for the formation of an area or 
State meeting in Minneapolis-St. Paul, 
Towa-Nebraska, and in the southern 
states. The only regularly scheduled 
management conference held in the 
south that the committee knows about 
is the Florida manager conference. 

The committee has made contact with 
representatives in these areas and “it is 
believed that new meetings will be 
organzied this fall.” 

A file of area and state program 
information has been accumulated at 
national headquarters and is available 
for the use of program chairmen. Sev- 
eral took advantage of this information 
during the past year. 

The brochure, Area Management 
Conferences, is being revised and the 
new edition will be available soon. 

As of Aug. 1 the G.A.MC. had 112 
member associations. During the year 
local associations were formed in Baton 
Rouge, La.: Brooklyn, Charleston, S. C; 
Tyler, Tex.: and Lansing, Mich. A new 
state association was started in Kansas 
and a regional association in New 
England. Fourteen cities are in various 
stages of forming new local associations 
and eight states have taken some steps 
toward the formation of state 
associations. 


Approve Assn. Ties 


The request that local associations 
incorporate in their by-laws a requite 
ment of membership in N.A.LU. and 
G.A.M.C. has met with excellent 
response. Twenty associations requift 
membership in G.A.M.C. and about 
require it for N.AL.U. Thirty-three 
associations have reported the appoit: 
ment of a G.A.M.C. representative 
and committee. 

An outstanding accomplishment this 
year has been the successful formation 
of study groups using the Study Course 
in Agency Management prepared by 
LILA.M.A. Study groups were orgat: 
ized by the Austin, Central California 
Chicago, Cincinnati, Lubbock, Memphis, 
Mobile, Portland, (Ore.), New Orleans 
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and Oklahoma City associations. 
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OF DEPENDABLE SERVICE 


Long before many of us were born, Western and Southern was serving 

the financial needs of growing communities. Today, with the same dependable 
service and years of experience and public confidence to its credit, it 
continues to improve and expand its underwriting facilities to meet the 


ever-increasing needs of the insuring public. 





THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI 


J Mutual Company 








‘ew Orleans, 
‘ions. 





YIIM 
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Life Insurance Must Follow Other Industries in 
Recruiting from Colleges, Stieglitz Declares 


Not only has it been proven that 
college recruiting is one of the most 
effective methods of obtaining the 
cream of young talent for the imsur- 
ance industry, but what also has been 
proven is that it is essential that the 
business employ this practice or be 
far outdistanced in the race for good 
fresh blood by other types of enter- 
prise, Robert B. Stieglitz, director of 
college relations for New York Life, 
and leader of a G.A.M.C. room-hop- 
ping session Tuesday on college re- 
cruiting, told his listeners. 

By R. P. Stieglitz 

The father of college recruiting is 
A. L. Rohrer of General Electric. In 
1898 he discovered that not all good 
applications for G.E.’s program came 
by mail so he decided that the place 
to select men was at the colleges. For 
several years he had the field exclu- 
sively, but gradually the Bell people 
came into the field, and then Westing- 


house. When Mr. Rohrer retired about 
25 years ago it was estimated that he 
had brought 3,500 men to G.E. At one 
time every vice-president except three, 
and every district manager, was one of 
his trainees. 

New York Life managers have re- 
cruited from college campuses for the 
past 40 years. In the early days few 
colleges had organized “placement of- 
fices.” Recruiting was “informal” and 
visits with the dean or several profes- 
sors frequently brought recommenda- 
tions of outstanding students. Today, 
college recruiting requires a little dif- 
ferent technique, for recruiting at the 
colleges and universities has expanded 
tremendously. For example, in Febru- 
ary, 1953, some 121 firms sent repre- 
sentatives to the Cornell campus. The 
placement officer arranged for over 700 
individual interviews with students. 
Chaos would have existed under the 
old system. 
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We Have... 


THE PROTECT-HER 


THE SECURITOR 


THE CANCELATOR 


THE ANNUITOR 


THE ECONO-CHECK 








250 E. Broad Street 


THE FORESIGHTOR .- For Children 


THE COMPENSATOR .- For Saving 


The MIDLAND MUTUAL Life Insurance Co. 


SALES KIT 


- For Women 


- For Supplementing 
Social Security 


- For Mortgage 


. For Protection and 
Retirement Income 


- For Easy Payments 


Columbus 16, Ohio 














In my opinion the life insurance 
industry must follow other industry 
methods to get its share of the college 
crop. Several life companies have long 
histories of college recruiting. Equitable 
Society started a program in the early 
20’s. Connecticut General has had an 
organized program since the mid 30's 
and Home Life, Aetna, Travelers and 
Prudential have all been developing this 
market for a number of years. 

New York Life formalized its pro- 
gram in September, 1951. 


2 Types of Operations 

Two types of operations are possible. 
First, a staff of home office recruiters 
can be used, fanning out across the 
country to selected schools and then 
assigning the men recruited to various 
offices and various departments in the 
home office. R.C.A. and General Motors 
are two examples of this type of recruit- 
ing. Secondly, local managers of branch 
offices can be charged with the respon- 
sibility of recruiting in colleges and 
universities located in their branch office 
territories. I.B.M. uses this method and 
New York Life follows the same 
pattern. 

As director of college relations it is 
my duty to work with the managers to 
acquaint them with the special tech- 
niques in this particular field of recruit- 
ing. Since the inception of our program 
in 1951, I have visited 117 campuses 
throughout the United States and Can- 
ada. In the fall, visits are made to build 
good relations for New York Life. The 
local manager is always present on these 
calls and he is built up as the “king pin” 
in the recruiting program. Calls are 
made on the placement officer, the 
dean of the business school, and the 
insurance instructor when one is em- 
ployed by the university. The manager's 
role in the picture as the local recruiter 
with national authority is emphasized. 
He does all the recruiting for Nylic, 
both sales throughout the United States, 
and for the home office. In the latter 
case, he does the preliminary screening 
of the applicants for home office depart- 
ments and then makes his recommen- 
dations to me. This information is for- 
warded to the proper department heads 
for further interviews. For example, in 
group sales, the second interview would 
be handled by the nearest group man 
and this might be followed by a third 
interview of the prospect at the home 
office with the officials of the group 
department. In the spring, during the 
recruiting season, I assist managers with 
the interviewing of students on the 
campuses. 


Too Soon for Analysis 

In the first year of the formalized 
program, ending Aug. 31, 1952, 153 
men were added to the sales force from 
our college recruiting efforts. 

It is too early yet to thoroughly ana- 
lyze our results other than for survival. 
Almost all of the group has now been 
exposed in our business for a minimum 
of one year, showing a survival rate 
of 55%, compared to 40% first year 
survival figures of the industry as 
reported by Dr. Rains Wallace of 
L.LA.M.A. 


In addition, about 40 men 
recruited for group sales, 30 col 
women for underwriting  rese 
another 20 men for various home g 
departments such as actuarial, audj 
comptrollers, investment departm 
real estate mortgage loan and » 
administration. Another 15 girls 
recruited for these departments, — 

As aids to our “college recryj 
program” we have used advertj 
space in the 1952 issue of © 
In February, 1953, we published 








en 


From State Life of Indiana: E. A. Kn 
ger (left), director of field service, and 
H. Lucus, director of agencies. 7 








own brochure, Your Career Op 
tunity With New York Life.” This 


been placed in the library of colle 


placement officers by New York 

managers. . 
As director of college relations I ha 

attended nine regional placement of 


cers’ meetings and addressed a numb 
of them during the last two years. Thes 


organizations meet annually for g 
days. Placement officers and indust 
recruiters discuss their common pro 
lems. I have also attended a number 


“career conferences” which are dev 


oped by individual schools. 

For the sake of good public relatiog 
special 40 minute classroom editions} 
New York Life training films, “Tail 


Made Dollars” and “Strictly Businesg] 
have been loaned to insurance teache@ 


for classroom use. 


In addition, I have attended two am] 
nual meetings of the American Assn. 


University Teachers of Insurance. It 
good business for New York Life} 
help these teachers in any way possi 


to make their teaching more effect 
at the college level. A great deal @ 
credit goes to the committee on fem 


tions with universities of LI. 


and its creation and sponsorship of a 
summer fellowship program for the 


teachers, which is now in its third ye 
We are trying to build contacts Wi 


. . ‘ 
important centers of influence at 


400 colleges and universities through 
the United States and Canada. By usi 
proper procedures and intelligent w 
methods New York Life believes 
should get its share of the college a 





Two Saittas on Hand 

Walter H. Saitta, vice-president, 4 
Walter A. Saitta, agency supervisor, 
at the N.A.L.U. meeting from Pef 
sular Life. 





Harland Knight Attends 

Harland L. Knight, agency vice-pft 
dent of Paul Revere Life, is that @ 
pany’s home office representative at 
N.A.L.U. convention. ; 
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ECHOES OF THE GREENBRIER 





Earls Sketches the M.D. R. T. Member: It's 
Not What He Looks Like, But What He Is 


William T. Earls, presiding at the 
Million Dollar Round Table hour 
on the morning of the final day of 
the convention, reviewed some of 
the highlights of the M.D.R.T. 
meeting at White Sulphur Springs 
and went on to explain why some 
outwardly unimposing people make 
the Round Table. Some of the 
characteristics he attributed to them 
were a desire for leadership, organi- 
zational ability and dedication. 


By William T. Earls 


It is a pleasant tradition on the last 
day of the National association program 
for the Million Dollar Round Table 
to present a few highlights of its 26th 
meeting which was held at the Green- 
brier, White Sulphur Springs, W. Va., 


from June 29 through July 2. The Mil- 
lion Dollar Round Table, of course, is 
a part of the National association. One 
of our most important qualification 
requirements is that a member must 
be a member of the National associa- 
tion and in good standing during the 
full period of time for which he seeks 
qualification in the Round Table. In 
the past, therefore, the chairman of 
the Round Table has made his pre- 
sentation on this occasion as a sort of 
report-of-the-nation speech to the par- 
ent organization. With your permis- 
sion we will depart from that custom 
this morning and confine this program 
to actual echoes of the Greenbrier 
meeting. 

Believing that we might develop 
some interesting data and possibly even 


render a valuable public service prior 
to the Greenbrier meeting, a committee 
under the chairmanship of William 
Davidson, one of your own trustees, in 
cooperation with the Agency Manage- 
ment Assn., conducted a survey of our 
membership. Nearly 60° of our 
membership took the time to complete 
the data form. The street agents, con- 
sidered apart from the general agents 
and the independent brokers who com- 
prise our membership, had a replying 
percentage of 74. The response of 
this fine percentage of the real life 
blood of the Round Table had assured 
the authenticity of this report. 

I recognize that there is a feeling 
on the part of some of you to generalize 
for one particular Million Dollar Round 
Table member you don’t like, 
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The Prudential 


INSURANCE COMPANY OF AMERICA 


@ mutual life insurance company 


. for every Prudential agent 






papers .. 
. radio . 


Advertising. 
Advertising works constantly to familiarize 
the public with Prudential men, Prudential 
insurance, and Prudential as a company. 


| 


The Prudential Agent has a partner who 
works 24 hours a day making contacts for him. 
The partner works through Sunday news- 
. promotional booklets and folders 
. . and television. His name is 





Home Office: 
Newark, N. J. 


Canadian Head Office: 
Toronte, Ont. 


Southwestern Heme Office: 
Houston, Texas 


Western Home Office: 
Les Angeles, Calif. 








as follows: “Those Million 
Round Table guys, they make a Ig 
dough, but I wouldn’t like to bey 
them. They , 
a lot of 
course, but 
have ulcers ; 
don’t do pe: ry 
for the busy 
and they don; 
anything for 
community |; 
I do”. "2 

I can’t help | 
read you a g, 
ment of a 
friend of mine y, 
has come a long way the hard way, j 
classic remark is, “I've been rich » 
poor. Rich is better”. 


A Man of Parts 

The survey revealed to us, as I by 
it will to you in the time allowed » 
this morning, that the average milly 
dollar producer is a man of py, 
who does a good job for the indugn 
for his community, for his compa, 
for his family and just incident 
for himself. 

Let me first give you a few statis: 
cal facts profiling the average milli 
dollar producer. The median age 0 
our current membership is in the brace 
between 45 and 49 and the prea 
number of our members entered ty 
business between the ages of 25 aj 
29, actually 29%. What would yo 
think would be the next most popu 
entrance age bracket? I’m sure yo 
wouldn’t guess this but 28% of : 
agents answering the survey entered th 
business between the ages of 20 ani 
24. Another interesting sidelight w; 
of our members who are now gene 
agents or managers, and there are 1° 
of them, 21% of those replying, 41° 
entered the business between 20 and 24 
I personally have always been amused 
when people say this is a bad busines 
for a young man. Some of the real 
great men in our table, like Al 
Ostheimer, Paul Cowk, John Todd, Ron 
Stever, the late Louie Behr, Lestef 
Rosen, whom you'll hear this morning 
Ted Widing, Aaron Finkbiner, Georg¢ 
Byrnes and Johnny Kellam on the 
executive committee, all these occur 0 
me in passing as being mea wh 
entered the business at an early age — 
under 25. 

Some “Too Big Shots” 

Carrying on with the research dati 
320% of those who replied are CLUS 
and approximately 33% of the balancy 
who are not C.L.U.s plan to qualify. 

I have always felt that there are 
number of million dollar producers wh 
believe they are too big shots to pu 
their application in for the Natioa! 
Quality Award but nevertheless, 67% 
of our members indicated they received 
the award last year. 

The average member of our orgafl: 
zation has qualified for the R 
Table four times, but in case any 
you people think that the producti 
leaders in the business get theif lit 
membership and then quit produciag 
there are in excess of 150 of our met 
bers who have qualified for 10 or mor 
vears. The production of 70% of ov 
members fell berween the 1-millio 
and the 114-million bracket and 
greatest number had sales in the 75 

(CONTINUED ON PAGE 45) 







W. T. Earls 
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“Who wants 








to live 
ina 
world 
by 
himself 


By T. M. 
Equitable Society 


Representative 




















NOT ME! I want to live in a world with people... people I 
like... people who like me... people I can help. I want to 
belong toa community... not merely rent a tiny space in it! 

Maybe that’s why I became an insurance man... 

The other day I was watching young Matt Pearson 
hang out a shiny new shingle. ‘““Matt Pearson, M.D.” I had 
something to do with that. I sold Matt’s dad the policy that 
made sure his son would get the education that got him 
that shingle. 

Every place I go there are hundreds of examples of 
the good I’ve done for my community . . . folks who enjoy 
greater peace of mind because of my work. I can’t think of 
many professions where I would have made a good living 
and felt a greater sense of achievement at the same time! 

I’m glad I don’t live in a world by myself! I’m glad 
that the Equitable Society is a part of that world. What’s 
more, I’m glad I’m a part of the Equitable Society. 


* * * 


One of a series of advertisements illustrating how a representative of The 


Equitable Life Assurance Society serves his community by selling life insurance. 








393 Seventh Avenue, 
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The nominating committee was still hard at work late Sunday night: From the left, Oren D. Pritchard, Union Central, Indianapolis; Walter Hiller, Penn Mutual, 
Chicago, chairman; Nathaniel Seefurth, Northwestern Mutual, Chicago; R. B. Walker, Hollywood, Fla.; and Herbert R. Hill, Life of Virginia, Richmond. 












“The Company that 
puts the ACCENT 
on TRAINING!” 
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GRANT TAGGART BRYAN C. STANGLE 


i 
to the 1953 NALU Convention Life and 1953 Qualifying Life and 1953 Qualifying 
. Member. Past Chairman, Member. 


from CAL-WESTERN’ Ss Million Dollar Round Table 
coy ATLLION AIRES: 


and Past President, NALU. 
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ALFRED E. GAU 


MER J. J. “Hap” HALLAHAN BERT J. SCHAEFER 
Life Member. 1952 and 1953 1953 Qualifying 
Qualifying Member. Member. 


California-Western States Life Insurance Company 
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Penn Mutual, 













Important — \ ~~ 
Appointment at 2 p.m. 


‘THERE'S a neighborhood game every Saturday afternoon at 2 o’clock. 
Bobby’s father-‘‘calls’”’ it every week. Not once has he heard the old familiar 
cry of ‘Kill the ump!”’. The kids think he’s great. 
Bobby’s dad is a life underwriter for the Great-West Life. Umpiring ball 
games and helping with other community activities are an important part 
of his life. Like most life underwriters, he is dedicated to the task of making 


people happy, healthy, and financially secure. Their future is his business today. 


Gagan ace la 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 
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The Sun Shines Bright 
In My Old Kentucky Home 
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LOUISVILLE 


Truly the sun of prosperity 
Mutual . . . an aggressive sales organization . . . backed by 
active home office cooperation . . . liberal agency contracts 
... coupled with streamlined sales and prospecting plans. 


reflects in Kentucky Home 


Our Agency Program continues to bring many new and 
well-qualified underwriters to our Field Staff. Some good 
agency openings are available for qualified salesmen. 
Write us today, stating fully your experience and produc- 


Licensed in KENTUCKY, OHIO, INDIANA, TENNESSEE, 
ALABAMA, MISSISSIPPI and FLORIDA 


VN** KENTUCKY 











Home-Guard Fits BOTH 


Both to you and to your customers, Home- 
Guard Insurance brings important advantages. 
From your viewpoint, there’s a big advantage in 
mortgage Joan insurance that is optional with each 
customer. From the customer's standpoint it 
makes real sense to cover the mortgage loan with 
life insurance at such reasonable cost. 
It is entirely logical that Old Republic should be 








the company to develop this improved Mortgage 
Loan policy. Through the past twenty years, Old 
Republic has become the largest company special- 
izing in life insurance on Consumer Credit, serving 
over 2,000 financial institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILL. 











Reviews M. D. R. T. Subject 





Rosen Gives Patter for 
Simplifying Programming 


Advocating simplicity in pro- 
gramming, Lester A. Rosen, Union 
Central, Memphis, told the Million 
Dollar Round Table hour held 
Wednesday afternoon how he con- 
ducts fact finding interviews on a 
minimum needs approach and avoids 
complexities, thereby saving time 
and ending up with a presentation 
that will not confuse the prospect. 
Mr. Rosen's topic, “Programming — 
A Step to Estate Planning”, was the 
subject of a “room hopping” discus- 
sion at the Greenbrier M.D.R.T. 
meeting. 


By Lester Rosen 


Simple programming does not mean 
programming simply or carelessly. It 
means, in my opin- 
ion, programming 
with — simplicity. 
Simplicity is the es- 
sence of good taste 
in almost every- 
thing we do in life, 
and it follows that 
it is the same good 
taste in life insur- 
ance work. 

I would like to 
take you quickly 
from a program- 
ming interview right through into the 
final presentation of the summary or 
resumé to the policyholder, and believe 
I can do it in 15 minutes. 

We are now before a prospect for 
what we term a picture-taking inter- 
view. We use the seven vital needs ap- 
proach, they being cash at death, money 
every month until the children are 
grown, a readjustment fund, a mortgage 
retirement fund, educational reserve and 
retirement. I use a company-prepared 
booklet. It is so good that I can put 
this in front of a prospect with the pic- 
tures and go right through it page for 
page. There is Mary, the wife, needing 
the money at death. There you have 
Mary and the two children who will 
need money every month until the 
children are grown. 

The simplicity of the interview is 
based on the fact that I am trying to 
accomplish minimum needs, the satis- 
faction of minimum needs for the pros- 
pect. I am not interested in exact 
amounts of $322 a month added to the 
$168 a month social security to produce 
exactly what the man wants. That is 
not simple. I try to arrange the mini- 
mum adequate requirements and in the 
discussion we can use approximate 
figures all the way through. 

Now, one question that can be asked 
is, what part does social security play? 
Is social security the icing, the coating 
on the cake or is it an integral part of 
the program which you are suggesting? 
And I would say that it depends entirely 
upon how much life insurance the man 
already has and what you wish to accom- 
plish in minimum needs. For instance, 
if you have found out that a man has 
$30,000 of life insurance and your 
minimum requirements in your own 


Lester Rosen 





opinion are going to be about $309, 
month while the children are grow; 
you will not need too much life ; 
ance in addition to what he has ® 
work out the program independently g 
social security. So soft-pedal socj 
security and make that the icing afte} + 
you are all finished and give him $4 
a month, if you will, or thereabouts, 


On the other hand, if the man nee 
$300 a month and carries $6,000 of lif 
insurance, you know in advance that jf 
you leave social security out of th 
basic concept you are going to requix 
too much life insurance for him » 
handle. Then I insert it as an integr 
part of my discussion. 


I use approximate terms, natun 
values all the way through. By that] 
mean approximately $300 a month for 
your famiiy until the children ar 
grown, approximately $2,000 to $5,000 
for an educational fund; approximately 
$200 or $300 of retirement. There js 
no need in my opinion to become » 
exacting that you are bogged down with 
figures and are talking about one indi- 
vidual figure to the exlusion of going 
on to the next one. 

Someone raised the question, what 
do you do about other property? We 
are not estate planners at this point 
We are programming, and other prop- || 
erty comes into the picture. The man 
says, “I have a duplex which is paying 
me $120 a month and I have got some 
stocks which are paying me $50 2 
month.” I disregard that entirely be 
cause all that I am _ interested in is 
arranging for his wife and his children 
a minimum adequate income from life 
insurance irrespective of what happens 
to the balance of his estate. If we con- 
tinue in an inflationary economic con- 
dition the duplex and the stocks are 
going to produce income and his wife 
and children will have amounts above 
the minimum adequate. 

On the other hand, if we should have 
arrived at a depression or a recession at 
the time of his death, and the duplex 
and the stocks are worth nothing, then 
life insurance is going to provide 2 
euaranteed minimum income which will 
be the largest $300 a month that his 
family has ever seen. In this wav we 
keep away from tying in life insurance 
and property at this particular point. 

Later on, after I do the work of set- 
ting up the life insurance per se, if it 
develops that the man does have a sub- 
stantial amount of other property. 20 
estate, he goes to his attorney, or I sug: 
gest an attorney and we go there 10 
gether, and it is worked out on 4 (or 
related basis, and I have to change my 
distribution. That is perfectly all right 
In the meantime I have written insut- 
ance. I have set up his distributive pro 
gram, and it mav be three, four or five 
months before he has actually gotten 
around to coordinating his property 
estate with the life insurance estate. 


Now, so far as the summary itself is 
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(CONTINUED ON PAGE 44) 
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THE 
64th ANNUAL 
CONVENTION 
OF N.A.L. U. 





AETNA LIFE INSURANCE 
COMPANY 


G. B. Chapman, General Agent 
G. B. Chapman, Jr., General Agent 
R. L. Decker, Senior Supervisor 
R. A. Westropp, Supervisor . 
G. G. Walsh, Mgr. Group Dept. 


MAin 1-5600 200 Union Commerce Bidg. 








DONALD E. TATUM 


Manager 
CONNECTICUT GENERAL LIFE INSURANCE COMPANY 


E. F. Ruffini, Asst. Mgr. 
E. C. Sommer, Group Mgr. 
Jean Cibula, Cashier 


827 National City Bank Building 
CHerry 1-0483 








HARRY H. KAIL 
General Agent, Cleveland Agency 
CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Paul L. Field, C.L.U., Agency Assistant 
Henry B. Fields, Brokerage Manager 
Mary B. Holmes, Cashier 


510 Leader Building TOwer 1-6100 


The Equitable Life Assurance Society 


THE HERMAN MOSS AGENCY 


of the United States 
900 Union Commerce Building 
Cleveland, Ohie 


Greetings from 
Equitable Life Insurance Company of lowa 


Orville G. Welsh, General Agent 


Associates 
leroy C. Casterline Robert P. Cook 
Preston Hanawalt Myron G. Harmon 


Paul B. Caster 

Dean H. Edwards 
John C. Heven Milton R. Ludwig James P —— 
Clarence W. Parsell Thomas J. Sargous James A. Sterling 
Deyle Stecker John L. Weaver Lowell K. Weaver 
Behe! Weed Morgan A. Yates 
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HAROLD A. GORDON, C.L.U. 


General Agent 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
Telephone CHerry 1-5242 
Suite 1002 Keith Bidg. Cleveland 15 


1116-18 Keith Bldg. 
Life, Annuities, Group, Pension Trusts, Accident and 


GREAT WEST LIFE ASSURANCE COMPANY 


JOHN H. LENHART, C.L.U. 


AGENCY MANAGER 
Phone SUperior 1-6900 


Health—Complete Brokerage Facilities 


Welcome to Cleveland 
Hope Your Stay is Pleasant 


THE GEORGE H. PLANTE 
GENERAL AGENCY 


JOHN HANCOCK MUTUAL LIFE INSURANCE 
COMPANY 


1814 Keith Bldg. MAin 1-3360 








SETH A. BARDWELL & ASSOCIATES 


1010 Union Commerce Bldg. Tel. CHerry 1-0377 
LLOYD H. FEDER 
8th FI. 1010 Euclid Bldg. Tel. CHerry 1-5830 


General Agents 
LINCOLN NATIONAL LIFE INSURANCE COMPANY 


CLARENCE E. PEJEAU, C.L.U. 
General Agent 
Cleveland Agency 
MASSACHUSETTS MUTUAL LIFE INSURANCE 
COMPANY 

Ninth Floor, Hippodrome Building 
MAin 1-5680 

“We Specialize in Unusual Risks"’ 


L. W. McDOUGALL, C.L.U. 
GENERAL AGENT AND ASSOCIATES 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 
445 HANNA BUILDING 


Thomas A. Card, C.L.U. 
Assistant General Agent 
Louise J. Kalies, Office Manager 
SUperior 1-8525 








E. CLARE WEBER, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 


Henry Fleisher, Asst. to Gen. Agt. 
Calvin Rand, Brokerage Mgr. 


Fifth Floor, 509 Euclid Ave. 
TOwer 1-7600 


R. J. DOLWICK & ASSOCIATES 


NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


925 N. B. C. BUILDING 
Cleveland 14, Ohio 


CHerry 1-5840 


H. C. POLLOCK & ASSOCIATES 


R. B. — Agency Mgr. S. J. CAMPBELL, Brokerage Mgr. 
. J. BONNER, Manoger A & H Sales 


Pian Brokerage 


Representing 
OCCIDENTAL LIFE INSURANCE COMPANY 
OF CALIFORNIA 


300 Lincoln Bidg. East 6th and St. Clair Sts. 
Tel. SUperior 1-1150 








THE WILLIAM J. NENNER AGENCY 
WILLIAM J. NENNER, General Agent 
THE PENN MUTUAL LIFE INSURANCE COMPANY 
3030 Euclid Avenue 
Telephone: CHerry 1-6790 


PHOENIX MUTUAL LIFE 
INSURANCE COMPANY 
WILLIAM A. HUNT, Manager 
2000 Keith Building 
Phone: CHerry 1-0724 


WALTER H. BROWN AGENCY 
Suite 1130, The Hanna Building 
1422 Euclid Avenue Cleveland 15, Ohie 
Telephone: CHerry 1-6530 


ASSISTANT MANAGERS 
Benjamin A. Patch, Jr. 
L. Paul Ginter 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Home Office Newark, N. J. 








W. ALLEN BEAM, C.L.U. 


General Agent 


STATE MUTUAL LIFE ASSURANCE COMPANY 
of WORCESTER, MASS. 


incorporated 1844 
722 Leader Building Tel. MAin 1-9420 
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John Olsen, Service Supervisor 


2121 N. B. C. Bldg. 








SUN LIFE ASSURANCE COMPANY OF CANADA 


Lewis C. Richards, Branch Mgr. 


CHerry 1-7877 








JAMES H. McCULLOUGH & 
ASSOCIATES 
MANAGER 
UNION CENTRAL LIFE INSURANCE COMPANY 


930 Keith Building 1621 Euclid Avenue 
Tel. MAin 1-9386 
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The average life insurance man, bless his heart, 
is literally hungry for sales ideas. That’s because 
sales ideas are the tools of his trade. It’s how 
he earns his bread and butter. 


American United Life’s agency department 

is aware of this simple fact of life. The brass 
do a lot of traveling and talking. They do a lot 
of listening, too. And like the bee that carries 
pollen from flower to flower, ideas are carried 
from one agency to another. The seeds sprout 
and pick up individual characteristics that turn 
out a harvest of new ideas. Incidentally, the 
agency department raises quite a crop of sales 
ideas on its own, too—sales plans that are 


Knowing about the bees and the birds and the 
flowers probably accounts for the record volume 


of quality business coming our way. 


I 
I 
| 
I 
I 
| 
| practical and usable. 
| 
I 
| 
| 
| 
I 
| 
j 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 











We Hope You are Very Happy 
With Your Present Company 
and Will Stick With ’Em 


BUT 


If You Have Made Up Your Mind 

To Make a Change 

WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 
LIFE—ACCIDENT—HEALTH 


GREAT EASTERN MUTUAL 


Second Floor—Bostonm Building 
DENVER, COLORADO 
V. L. TICKNER, President 
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Agent’s Planning of Own G./ 


Estate Outlined by Hoxie 


Problems peculiar to the general 
agent in planning his own estate 
were covered by David F. Hoxie, as- 
sociate counsel of National Life of 
Vermont, in his leader’s address be- 
fore the G.A.M.C. room-hopping ses- 
sion on “Planning a General Agent’s 
Estate”. 

Among other things, he discussed 
effects of the internal revenue code, 
saying commissions received through 
inheritance as result of a general 
agent’s death are subject to the same 
tax treatment as the general agent 
himself would have received; cau- 
tioned against the possibility of dis- 
position loopholes in a trust agree- 
ment for a general agent’s widow, 
and urged that the insurance com- 
pany place a conservative valuation 
on a general agent's commissions, 
since it is this estimate often most 
closely scanned by the revenue 
bureau. Here, slightly shortened, is 
his address: 


By David F. Hoxie 


The general agent, in planning his 
estate, is presented with all of the 
problems which confront the average 
citizen performing that task, plus the 
additional problems faced by the pro- 
prietor of an active business, plus addi- 
tional problems created by the renewal 
commissions and renewal overriding 
commissions, which will become pay- 
able to the general agent after his death 
or retirement. This discussion will omit 
entirely the general problems and deal 
only briefly with those involved in the 
operation of the business. In other 
words, the discussion will be confined 
to problems peculiar to the general 
agent. 

1. Problems Arising from the 
Existence of Commissions, 

(a) Problems resulting form 126(a) 
of the intenal revenue code. Section 
126(a) provides in substance that 
commissions received by the executor 
or administrator or heirs or legatees of 
an agent shall be taxed as income to the 
recipient on the same basis on which 
they would have been taxed to the dece- 
dent had he lived. Provision is made 
for deduction of expenses incurred in 
the obtaining of those commissions (if 
not already deducted in prior years) and 
of estate taxes paid by the estate of the 
decedent and allocable to the commis- 
sions. The section further provides that 
on disposition of the interest of the heir 
or legatee, in such commissions the fair 
value of the commissions (or the con- 
sideration received for the disposition, 
if greater) will be taxable as income 
to the transferee in the year of transfer. 
In view of this section, it is apparent 
that a person who receives commissions 
by inheritance from the general agent 
as they are payable will be subject to 
substantially the same tax treatment as 
the general agent, had he lived, would 
have received. However, any disposi- 
tion of such commissions (for example, 
by sale or gift) by the person inherit- 
ing them at a time when their value is 
substantial could result in disastrous 
tax consequences. 


At one time it was felt that this y 
fortunate tax result might apply ey 
where the disposition by the pery 
inheriting occurred on the death of 4, 
person as a result of a bequest in hig, 
her will or by reason of the laws, 
descent and distribution. In a ‘speq 
ruling promulgated Dec. 27, 195] ; 
was indicated that income tax does m, 
accrue on the fair market value of th 
remainder of the renewal account tray 
ferred by reason of the death of y 
person inheriting from the gene 
agent. Because of Section 126(a) ay 
the adverse tax consequences flow; 
from a disposition of the commissigg 
by a legatee, a general agent may fin, 
it desirable, instead of bequeathing fj 
ownership of the commissions to jj 
widow or some other person, to bk 
queath successive life estates to a serig 
of people, or to bequeath the commis. 
sions in trust under a trust which pp 
vides for successive life beneficiaries 


Marital Deduction 


(b) Problems involved in qualifying 
commissions for the marital deduction 
In view of what has been said wit 
reference to Section 126(a) of the ip. 
ternal revenue code, it is apparent tha 
any attempt to qualify renewal com. 
missions or a part thereof for th 
marital deduction should be done by 
means of a trust which meets the re. 
quirements of Section 812(e) (1) (F) 
of the internal revenue code. Of course 
where such property is made to qualify 
for the marital deduction, the widow 
will have acquired an asset taxable in 
her estate at the time of her death, 
which, as a practical matter, she will be 
unable to dispose of during her life 
time (because of the income tax con 
sequences ), as she might other property. 
In fact, the trust instrument should 
probably be so drawn as to prevent any 
dispositions operative during the life 
time of the widow so as to eliminate 
any possibility that because the income 
tax situation had been overlooked such 
disposition might be made. This con 
sideration will frequently make it desir 
able to qualifying other property for the 
marital deduction instead of com 
missions. 

Problem of Commissions 

(c) Problems resulting from te 
status of commissions as income of 
principal. In those cases where com- 
missions are bequeathed to a trustee, 
is not unusual to find that the trust pro 
vides that the trustee shall collect com- 
missions as they become payable 
pay the income from the trust to th 
insured’s wife while she is living, aX 
after her death to other beneficiaries 
Such a provision, of course, gives fist 
to the question as to what portion ¢ 
the commissions received by the trustets 
should be treated by him as income ane 
what portion should be treated as pfit- 
cipal. This problem has come befot 
the courts at least twice. The net effec 


of these cases insofar as the estate plat} ; 


ner is concerned is, of course, to poi 
out the importance of having specili 
provisions in the trust instrument cover: 
ing the subject. 

(CONTINUED ON PAGE 38) 
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Notes Progress 


(CONTINUED FROM PAGE 4 





po 
Associations planning to conduct the 

5 course this fall are Cleveland, Columbia, 
Dayton, Des Moines, Grand Rapids, 
Harrisburg, Kansas City, Louisville, 
jinneapolis. Rochester, Seattle, and 
Spokane. 


Those expecting to organize early in 
1954 are Albany, Allentown, Atlanta, 
Boston, Columbus, O., Macon, Pontiac 
and Springfield, Mass. 

Consideration is being given to the 
gudy course by many other associations 
ind “it is believed that a majority will 
itimately participate.” Efforts are also 
hing made to promote individual use 
of the material by general agents and 
managers who are in isolated territory 
ind cannot go in for group study. 

The report quotes Joseph H. Reese, 
Penn Mutual, Philadelphia, chairman of 
the subcommittee on the management 
program of the American College, as 
porting that 46 people took 53 of 
the CL.U. management examinations 
ia 1952. Pilot study groups were held 


H ia Boston, Philadelphia, New York City 


and Seattle. 

Widespread promotion of the pro- 
gram was withheld last fall because of 
the desirability of getting the pilot 
goups’ experience with the Part I 
course and because of the study course 
program sponsored by the G.A.MC. 
“There is no real duplication between 
the two programs and both should be 
thoroughly explained to those interested 
in sponsoring or participating in them,” 
the report stated. “During this past year 
regular study groups were formed in 
Boston and Philadelphia and an 
informal group met in Seattle. A total 
of 56 persons participated. There will 
be 64 persons taking 75 examinations 
for the American College management 


oo” 


dD. 


program in 1957 
The report said that a survey showed 
the need for furnishing local associa- 
tions with program information and a 
questionnaire to obtain material on the 
subject was sent to all local groups by 
the education and training committee. 
About a dozen suggestions were 
received and will be incorporated in 
abrochure to be released this fall. How- 
ever, more material is needed to give 
the brochure maximum effect and all 
wsociation leaders are asked to report 
the details of their successful programs. 
The report also mentioned the pro- 
motion of the “Hartford Plan” for 
taining community chest solicitors and 
the developing of interest among the 
combination company managers in the 
GAMC. program. Herbert R. Hill, 
life of Virginia, Richmond, is chair- 
man of the special committee on dis- 
ict agency management. His com- 
mittee has undertaken these steps: 


|. A committee was set up of out- 


sanding district managers representing 
ill sections of the country. 


a 
_+. A survey was made of the areas 
which the committee might func- 


tion effectively, 


3. Conferences were held with 


Nptesentatives of L.J.A.M.A. 


4. Two of the discussion groups on 





the Chicago room-hopping program in 
April dealer with the problems of the 
district manager and three such groups 
are scheduled on the Cleveland program. 

5. Chairman Hill was appointed to 
the institutional committee on agency 
management training. 

6. A study is being made of the 
possibility of holding this fall a pilot, 
one or two day area conference for 
district managers. 

On the financial side, 60 associations 
are supporting the G.A.M.C. 100¢7 and 
membership as of Aug. 1 stood at 3,902. 

According to the report of Judd C. 
Benson, Union Central, Cincinnati, 
budget committee chairman, income 


STARDUST EXCELLENT DRAMA 


(CONTINUED FROM PAGE 4) 





dicted alteration when a widow and her 
son call at the home to offer the Round 
Table member $50,000 worth of busi- 
ness life insurance to be written on the 
son’s life. The widow recalls the eve- 
ning 15 years ago when the Round 
Table member visited her home and 
persuaded her husband and herself 
against their real wishes to purchase an 
adequate amount of life insurance which 
had the effect of keeping the family 
together, the home intact, and educating 
the children after the father’s death. The 
young man now in business wants to 











These two have heavy responsibilities at the convention: Maxwell Hoffman, 
acting managing director of N.A.L.U., and David B. Fluegelman, Northwestern 
Mutual, New York City, who is completing his year as N.A.L.U. president. 








from membership dues and from other 
sources was above what was expected 
and expenses were considerably below 
the budget estimate. 





**Woody’’ Woodson on Hand 


Benjamin N. “Woody” Woodson, 
President American General Life ar- 
rived in Cleveland Tuesday. After taking 
a seat in the balcony, he was spotted 
by President Fluegelman, who remarked 
on his presence and asked that he be 
given a round of applause. 

Mr. Woodson resigned June 30 as 
managing director of N.A.L.U. to as- 
sume his present position and so is 
widely known to the membership of 
the national association. 





Lincoln National Life, whom N.A.- 
L.U. Vice-president John Marsh rep- 
resents as general agent at Washing- 
ton, was host at a cocktail party in his 
honor during the N.L.U. meeting in 
Cleveland, following the G.A.M.C. 
annual meeting, at which he com- 
pleted his term as chairman. Guests 
included the M.D.T. executive com- 
mittee, who dropped their plans for 
an evening meeting to honor their 
fellow member. 


New G.A.M.C. Chairman 
Has “Been Around 


Ray H. Wertz, new chairman of 
G.A.M.C., is general agent of Lincoln 
National Life at Detroit, one of the 
Lincoln’s leading agencies. 

He is a director and founder of the 
Life Insurance Agency Managers of 
Michigan, past president of the Detroit 
General Agents & Managers Assn., and 
has been a leader in National associa- 
tion affairs for many years. 

Mr. Wertz was born on a farm, 
graduated from Doane College, and 
took two years graduate work in busi- 
ness administration at the University 
of Chicago, taught school, drilled oil 
wells, managed estates, and then en- 
tered the life insurance business as a 
salesman in 1931. Four years later he 
became manager for Iowa and Nebraska 
for Reliance Life, built agencies in 
Sioux City, Ia., Omaha and Detroit, 
successively until he was inherited by 
Lincoln National last year. 

He has consistently maintained one 
of the leading agencies in his company 
and still leads his own agency in per- 
sonal production. 

He is a charter member of the Detroit 
Life Insurance Trust Council. 


give the Round Table member the 
$50,000 worth of business coverage in 
appreciation of thorough going and al- 
most life-saving job he did. in connec- 
tion with arranging his father’s in- 
surance. 

The conversation with the widow 
and her son, the offer of the $50,000 
worth of unexpected business, a discus- 
sion of the circumstances under which - 
the original case was written 15 years 
ago, recaptures for the Round Table 
member a recollection of the way he 
operated in his earlier days of life 
insurance selling. It makes him see 
that in fact at that time he did have a 
mission, an enthusiasm, an interest, and 
even a determination to arrange life 
insurance programs that would be help- 
ful primarily to those to whom they 
were sold with only a secondary regard 
for what he himself might be making 
in the way of commissions. The descrip- 
tion of his life insurance selling pro- 
duces in the son the wish to engage in 
that kind of sales work rather than in 
selling tangibles as he had told his 
father some hours before that he 
wanted to do. The widow, the attorney, 
and the son see clearly and undoubt- 
ingly that the Round Table member is 
back where he began regarding his 
attitude toward the business, his feeling 
for it, and his intention to rededicate 
himself to the kind of life insurance 
selling that will give him and all of 
those associated with him, deep satis- 
faction, contentment and a useful life 
in the community in the best sense of 
the term. 


Mr. Jones has a keen ear for dialogue 
and has his characters speak as people 
of a typical community do today. He 
has written his play in such a way as 
to not give it any tone of exaggeration. 
He has not reached too far for his 
affects. When he makes his points, he 
does not linger over them or strain for 
conviction by having them restated. 


At certain points there might have 
been a somewhat lighter touch, but it 
could be argued that if there had been, 
perhaps the over-all effect would have 
been impaired. The one line that 
brought spontaneous laughter came 
when the widow describing her resist- 
ance to her husband’s purchase of life 
insurance said, “Who wants to make 
down payments on a dead husband?” 


Probably there might have been a 
little more sustained audience response 
if Mr. Jones had poked somewhat more 
fun at life insurance, but these are 
small and unimportant criticisms. In 
its total affect, the play is compact, 
swiftly paced, with no false notes or 
off-key affects. 


As presented by a competent cast, it 
was clearly one of the big hits of the 
Cleveland convention. 





Oklahomans Push Green 


To promote the candidacy of Theo- 
dore Green, Oklahoma City for national 
trustee, Oklahoma City sent a represen- 
tative delegation to the Cleveland meet- 
ing, headed by Lawrence Klein, presi- 
dent of the Oklahoma City association. 
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N. B. Maddox Shows How Lite Agents, 
Trust Men May Benefit by Cooperating 








N. Baxter Maddox, vice-president 
and trust officer of the First Na- 
tional Bank of Atlanta and vice- 
president of the trust division of the 
American Bankers Assn., addressed 
the final general session of the 
N.A.L.U. convention Friday morn- 
ing. His talk was of particular inter- 
est to his audience because of his 
having been in the life insurance 
business for a number of years. He 
was formerly general agent at Atlanta 
for Connecticut Mutual Life. 

By N. Baxter Maddox 

I would like to express my thanks to 
Ralph Engelsman, chairman of your 
program committee, and the thanks of 
our trust division for the opportunity 
to appear upon this fine program of 
your 64th annual convention. I cer- 
tainly feel at home with life under- 
writers as some of the best friends I 


have are engaged in this business; and 
some of the happiest years of my life 
were spent as a general agent. 

The National Assn. of Life Under- 
writers is the one great organization of 
its kind in the world; and your mem- 
bership of 56,000 is certainly represent- 
ative of the wonderful work being done 
by you underwriters. I want to con- 
gratulate you on writing $19 billion of 
new business in the first 6 months of 
this year, compared to $1514 billion last 
year, a very substantial increase! 

The record made by you and the 
great companies you represent in build- 
ing up your insurance in force to $277 
billion, with over 38 million policy- 
holders and assets of $731 billion cer- 
tainly is a record of which you should 
be justly proud. Even more so, when 
you realize what this vast financial 
reservoir means to the men, women and 








Do you? 


involved. 


Big ‘‘Plus”’ case. 


If you are interested 
in these “profitable 


Postal plus’’ dollars 
which many of the 
country’s’ leading 





YOUR COMPANY— 
“PLUS POSTAL”’ 


gives a top combination for quality 
service. The ‘“‘plus Postal’’ is a very profit- 
able plus, one that every Broker and Surplus 
Writer should know about. 


If not, make the discovery now. 


You’ll find that your ‘“‘tough”’ case can be 
ably handled at Postal, regardless of the 
underwriting problem or the kinds of policies 


You can be sure, too, that your case will be 
in the hands of specialists all the way—from 
the time you give it to one of our experienced 
General Agents or Brokerage Managers to 
the time when it comes back to you as your 


personal producers are now getting, contact 
one of our General Agents today. 


POSTAL LIFE 


511 Fifth Avenue, New York 17, New York 
GEORGE KOLODNY, President 








children who are the beneficiaries of 
those policies in terms of food, clothing, 
shelter, education and business and 
partnership interests saved, homes are 
being protected and families held to- 
gether and provided with many of the 
finer things of life through your work. 
It is difficult to appraise the suffering 
that will be relieved by the personal ef- 
forts of you good underwriters. 

These are splendid tributes to your 
great field force and to your wonderful 
agency system. But I predict the future 
benefits of your efforts will be even 
greater. 

We in the banking business, par- 
ticularly in the trust field, are proud of 
your record and feel a closeness to you 
and your companies. There is a similar- 
ity between us as we are both large 
financial institutions, with wonderful 
histories. We have intangible services 
to sell and we both deal in dollars. We 
have many of the same directors and 
serve many of the same customers. One 
of the great factors in our business— 
and which is certainly true of your 
business—is that we serve human needs. 
That is particularly true in the trust de- 
partments of our American banks. 


Work With Agents 

I bring you greetings from 16,837 
member banks of the American Bank- 
ers Assn. and the 2,800 members of the 
trust division, in particular, who are 
serving daily the American public 
through the conservation, planning and 
management of their estates. 

In your creation of estates, stock pur- 
chase plans, business insurance, key- 
man protection, educational policies, re- 
tirement plans, cash for estate liquidity, 
pensions, profit sharing and many 
other needs, which you satisfy, we, 
naturally, work very closely with you. 
Our objectives are the same, namely, to 
better serve the great American public 
with their estate needs, both while liv- 
ing and after death. 

Widows ask us both, “How much a 
month did my husband leave us and 
will it last as long as we need it?”, not 
“what kind of insurance or estate?”, not 
“how many thousands of dollars?”, not 
“what did it cost?”, but “how much 
each month?” and “for how long?” 

Isn’t it natural that we work as a 


team to better answer this question? 





I am glad to say the life underwrite, 
trust man team is a reality, grow 
more and more in importance. | mj 
add that this team is now a quartet ay 
really consists of the life underwritg 
the trust officer, the attorney and th 
tax accountant. 

Since life underwriters and trust me 
cannot practice law, the customer's ». 
torney must handle all legal questiog; 
and prepare all legal instruments. Lik. 
wise, the accountant is needed mop 
than ever before because of the 
government regulations and the eve 
changing tax picture. They are qj 
needed to do a good job for oy 
citizens in planning their estates fy 
them and their loved ones in the beg 
and most economical way. I a 
definitely convinced of the value and 
importance of this cooperative move. 
ment. I know everybody benefits from 
it and it is the type of cooperation tha 


pays. 
Grateful to Fluegelman 


I would like now to express my 
thanks to your president, Dave Fluegel 
man, and the past presidents of you 
association, who have on many occasions 
said such complimentary things abou 
the cooperative work of the trust men 
and life underwriters; and, also, have 
given strength and assistance to our life 
insurance and trust council movement 
in their talks around the country. They 
have encouraged participation in this 
cooperative movement and expressed 
feeling that it definitely is beneficial 
to life underwriters and will increase 
their earnings. 

Max Hoffman, Wilfrid Jones and 
Lawrence Jackson of your national head- 
quarters are doing all they can in help- 
ing this cooperative effort through 
Life Association News and their public 
relations work. 

Holgar Johnson of the Institute of 
Life Insurance and Charles Zimmerman 
of the Agency Management Assn. are 
always ready, willing and helpful when- 
ever they are called upon to assist in 
this forward movement. 

Merle Selecman and his able staff of 
the American Bankers Assn., likewise, 
are making an effective and continuing 

(CONTINUED ON PAGE 34) 





Colorado and New Mexico. 





32 Exchange Place 


COMMERCIAL TRAVELERS INSURANCE CO. 


Home Offfice: Salt Lake City, Utah 


LEWIS T. ELLSWORTH, President 

R. S. SATTERFIELD, Vice-President 

C. A. MOYES, Secretary-Treasurer 
A Capital Stock Company writing Life, Accident, Health and Hos- 
pitalization in the following states: Utah, Idaho, Nevada, Mon- 
tana, Oregon, Washington, Wyoming, Arizona, South Dakota, 





EXCELLENT AGENCY OPPORTUNITIES 
COMPLETE LINE OF POLICIES AND 
LIBERAL AGENCY COMMISSIONS 





Write 
LEWIS T. ELLSWORTH, President 
Salt Lake City, Utah 
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of the N.A.L.U. 





CLIFF HENDERSON, C.L.U. 


Manager 
THE PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 
GArfield 1-2315 
235 Montgomery St. San Francisco 4 








S. C. MARTIN 


General Agent 
NATIONAL LIFE OF VERMONT 
Telephone EXbrook 2-1942 
1 Montgomery St.—San Francisco 4 








THE E. A. ELLIS AGENCY 


H. Kenneth Cassidy, C.L.U.—Gen. Agent Emeritus 
Joseph F. Tudor, Ass’t General Agent 
Leslie L. Grubin, Ass’t General Agent 
Viedimir S. Bebenin, Ass’t Gen. Agent 
Brokerage Dept. 
Pacific Mutual Life Insurance Company 


Douglas 2-7700 








SUtter 1-2672 
350 Sansome St. San Francisco 4 


SUtter 1-1940 
275 Bush Street San Francisco 4 


660 Market St. San Francisco 4 
L. L. HIRSCHORN CHARLES JOSEPH 
SHELDON BEISE ROBERT G. WALL 
Manager HIRSCHORN & JOSEPH THE UN On Cad 
BANKERS LIFE COMPANY GENERAL AGENTS I TRAL LIFE 
OF IOWA UNITED INSURANCE CO. OF ILLINOIS INSURANCE COMPANY 


EXbrook 2-0082 


582 Market St. San Francisco 4 








EDWARD E. KELLER, C.L.U. 
General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 
DOuglas 2-1834 


105 Montgomery St. San Francisco 4 


D. M. BROVAN — C. D. BROVAN 
Managers 
UNITED BENEFIT LIFE 
INSURANCE CO. 
YUkon 2-4200 
One Eleven Sutter St. San Francisco 4 


CHARLES S. BROWNING 
Manager 
ERIC W. ASHLEY, Brokerage Supervisor 
THE CANADA LIFE ASSURANCE 
COMPANY 
YUkon 2-4868 
58 Sutter Street San Francisco 4 











HARRY J. WALSH, MANAGER 
SAN FRANCISCO AGENCY 
WEST COAST LIFE INSURANCE CO. 
EXbrook 2-6760 


“Direct Home Office Service 
on Brokerage-Surplus Business” 


605 Market St. San Francisco 5 


M. V. ‘PAT’? LONERGAN 


West Coast Resident Manager 
BANKERS LIFE—NEBRASKA 
YUkon 2-5325 


210 Post Street San Francisco 





MARK BARICHIEVICH 
General Agent 
OCCIDENTAL LIFE INSURANCE CO. 
HARRY FREEMAN, Agency Manager 
DOuglas 2-2912 
625 Market Street — San Francisco 5 








J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 
Telephone YUkon 2-4040 


| 220 Montgomery St. — San Francisco 4 


E. V. ‘“‘TED’’ COLLINS 


Superintendent of Agencies 
WESTERN LIFE INSURANCE COMPANY 
EXbrook 2-1913 


544 Market Street San Francisco 4 


Brokerage or Surplus 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


Sayre, Toso & Schaefer, Inc. 
GEORGE L. TREES, Agency Manager 
GArfield 1-0819 


315 Montgomery St. San Francisco 4 








a 


RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


Co in INSURANCE nore 
(@F BosTon MassacnvearTs 


DOuglas 2-7910 
1122 Russ Bldg. San Francisco 4 











WILLIAM H. DUNKAK, C.L.U. 


Manager 
ACACIA MUTUAL LIFE INSURANCE CO. 
YUkon 2-5942 
635 Russ Building San Francisco 4 








F. J. VAN STRALEN, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Telephone GArfield 1-3866 
One Eleven Sutter St. — San Francisco 4 
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Objections to Uniform Service 
Survivor Benefits Act Outlined 


In its present form the proposed 
uniform services survivor benefits act, 
which has been under high-level study 
at the Pentagon, has a commendable 
over-all objective but “we also feel that 
the aggregate benefits provided there- 
under would be, in many cases, unduly 
high and would, therefore, have to be 
scaled down appreciably before the bill, 





in our opinion, could be regarded as 
being satisfactory to this association,” 
according to the report drawn up by 
the committee on affairs of veterans 
and servicemen and presented at the 
N.A.L.U. meeting. 

Louis J. Grayson, Travelers, Wash- 
ington, D. C., is chairman. 

At the time the report was prepared, 





























,, Weltome 


it was the committee’s understanding 
that the Defense Department’s policy 
with respect ta this proposed bill had 
not been decided and it was the com- 
mittee’s recommendation that its chair- 
man and N.A.L.U. Counsel Carlyle Dun- 
away “continue to follow its progress 
very closely and maintain as close 
liaison thereon as possible with the 
department.” 

The proposed legislation would com- 
pletely revise the existing system of 

(CONTINUED ON PAGE 31) 








McKINLEY H. WARREN 
Manager 


BROKERAGE SOLICITED 


PHOENIX MUTUAL 
LIFE INSURANCE COMPANY 


40 Broad Street Boston 9, Mass. 
LaFayette 0430 


ROBERT B. PITCHER 


General Agent 


c LIFE INSURANCE COMPANY 
on Boevon Massaenuserrs 


53 State St. 


CApitol 7-8300 Boston 9, Mass. 


FRANK T. BOBST 


General Agent 


LiFE INSURANCE COMPANY 
7 


oF BosTon. MASSACHUSETT 


HAncock 6-0022 


49 Federal St. Boston 10, Mass. 








THE GENE HAYS AGENCY 
NEW ENGLAND MUTUAL 


Walter L. Downing, Asst. Gen. Agt. 
Richard A. McLellan, Training Sup. 
Chester Perrine, Mgr. Spec. Accts. 
Ray E. Desautels, Brokerage Mgr. 


THE VAN TASSEL 
INSURANCE AGENCY 
Brokerage and Surplus 


Life, Accident and Health, 
Hospitalization 


SHERWOOD H. VAN TASSEL 
General Agent 





HOWARD J. STAGG, III 


Manager 
R. S. Langley, C.L.U. Brokerage Mgr. 


100 Milk Street, Boston 9, Mass. 
HAncock 6-1030 


CONNECTICUT GENERAL LIFE 
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ee ae KIERAN J. HACKETT WILLIAM E. GROF 


Indemnity Insurance Co. 
654 Beacon St. 


KEnmore 6-2103 Boston, Mass. 


General Agency 
Varney W. Mosher, Brokerage Mgr. 
NATIONAL LIFE OF VERMONT 
Richmond 2-1790 


148 State St. Boston 9, Mass. 


General Agent 
MUTUAL TRUST LIFE INS. CO. 
of Chicago 
80 Federal St., Boston 10, Mass. 
Phones: Liberty 2-2540, 2-8490-91 











LAURENCE E. OLSON 
AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office: Newark, N. J. 

W. E. Johnson, Brokerage Mgr. 

T. A. Hegland, W. W. Brown, 
Assistant Mgrs. 

Liberty 2-0954 
80 Federal St. Boston, Mass. 





WINSLOW S. COBB, JR. 


General Agent 
CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


HUbbard 2-0400 50 Congress St. 


Boston, Mass. 








THE JAMES M. VOSS 
AGENCY 
Union Mutual Life Insurance Co. 


Life-Group—Wholesale—Juvenile 
Non-can.-Commercial Sickness 
and Accident 
1042-46 Chamber of Commerce 

Bidg. 
HU 2-0568 








Boston, Mass. 








Regulation on $500 
Tax-Free Benefit 
Needs Clarifying 


The need for further clarification ¢ 
the Treasury Department’s June 1) 
regulation covering the $5,000 tax-frg 
death benefit payable by an employe, 
was stressed in the report of the com. 
mittee on federal law and legislatiqy 
headed by Gerard S. Brown, Pen 
Mutual. Chicago. 


Amend Regulations 


The report noted that certain lap. 
guage contained in the proposed reguh. 
tions, when first proposed last Novem. 
ber, very definitely seemed to indicat 
that the $5,000 exemption would ny 
be applied to any death benefits pay. 
able under either non-trusteed grou 
annuity pension plans or trusteed plans 
funded by insurance, thus apparently 
creating a serious discrimination agains 
pension plans underwritten by insur. 
ance companies as compared with 
pension plans not so underwritten. 

Following the filing of a joint 
memorandum by N.A.L.U., American 
Life Convention and Life Insurance 
Assn. of America the Treasury finally 
adopted regulations that seem to have 
incorporated some of the change 
advocated by the three industry as. 
sociations. However, the report states 
that pending further study “neither 
this committee nor its subcommittee 
on employe benefit plans is prepared 
to say that the new regulation is com. 
pletely satisfactory to N.A.L.U.; and it 
may be that at the very least, clarify. 
ing rulings will eventually have to be 
obtained from the bureau of internal 
revenue.” 

The committee’s report also dealt 
with the presentation of N.ALU’s 
views to the joint congressional com- 
mittee On internal revenue taxation sug- 
gesting changes in the internal revenue 
code. These were as follows: 


Suggested Changes 


1. The amendment of section 
811(g), so as to eliminate therefrom 
the so-called “premium payment” test 
of ownership of life insurance policies 
for estate tax purposes. 

2. The amendment of section 
22(b) (2) (A) to exempt from income 
taxation the death proceeds paid under 
life insurance policies that have been 
transferred for a valuable consideration. 
3. The amendment of section 
22(b) (2) (B), to provide for the ex- 
tension of capital gains treatment to 
certain payments made under annuity 
contracts purchased by employers for 
their employes under non - trusted 
pension plans. 

4. The liberalization of the prfo- 
visions of section 165(b) with respect 
to the capital gains treatment extended 
to payments made under trusteed pen- 
sion plans. 

5. The amendment of section 
126(a) (2), relating to the inclusion 
in gross income of income in respect 
of decedents. (This proposed amend- 
ment has a particular bearing on the 
present unjust manner in which the 
renewal commissions of deceased life 
agents may be taxed under certain 
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circumstances. ) 

Although not included in N.A.L.U.’s 
official tax revision program, N.A.L.U.’s 
-unsel, after consulting the federal 


,w and legislation committee chairman, 
fled with the ways and means com- 
mittee a statement recommending that 


' section 22n of the code be amended 


to permit employes as well as self-em- 
ployed persons to deduct from gross 
income all ordinary and necessary 
business expenses permitted under sec- 
tion 23. 

At present the only business ex- 

ases that an employed person (which 
includes any life insurance agent who 
may have the status of a common-law 
employe) can deduct from gross in- 
come are (1) those incurred by him 
for travel, meals and lodging away 
fom home and (2) other business 
expenses that he may incur under a 
reimbursement or other expense allow- 
ance afrangement with his employer. 

If he incurs business expenses other 
than those two types he can deduct 
them only from adjusted gross incomes 
and if he elects to do so must forfeit 
his right to use the 10% optional stand- 
ad deduction provided for by sec- 
tion 23(aa). Generally speaking, this 
means that his income tax liability will 
be substantially larger than that of a 
self-employed tax payer who has exactly 
the same gross income, business ex- 
penses, etc. since the latter is entitled 
to receive the full benefit of both his 
business expense deductions (i.e., by 
deducting all of them from gross in- 
come) plus the optional standard 
deduction. 





Mortgage Tie-Ins, 
Bank-Finance 
Plans Still Rife 


The problem of mortgage tie-in 
sles and that of bank-financed plans 
“have been both perplexing and per- 
sistent and have not yielded to the 
ordinary remedies available to this com- 
mittee,” according to the report pre- 
pared by the committee on field prac- 
tices, of which Stanley C. Collins, 
Metropolitan Life, Buffalo, is chairman. 

However, the report stated that by 
ation of the national council and a 
subsequent mail vote to correct a pro- 
cedural error, both of these items have 
been referred to President David B. 
Fluegelman with the recommendation 
that proper representations be made to 
the companies and their associations so 
that the abuses growing out of this 
type of merchandising may be con- 
tolled and if possible eliminated. It is 
the committee’s understanding that 
Mr. Fluegelman is actively pursuing 
these issues. 

Other problems have been resolved 
by publicity aimed at discouraging cer- 
tain undesirable practices, by referring 
the problem and the committee’s recom- 
mendations to the proper committee of 
NALU. for final action, and by adop- 
tion of appropriate resolutions whereby 
the field practices committee’s recom- 
mendations become a policy of N.A.L.U. 

The committee’s docket is now clear 
and the committee reported that noth- 
ing important remains on the calendar. 


YUM 


Compensation Committee Seeks Factual 
Basis for Section 213 Commission Limits 


The cooperation of all N.ALU. 
members in helping the N.A.L.U. com- 
pensation committee arrive at a fair 
and factual basis for amending the com- 
mission restrictions in section 213 of 
the New York insurance law was asked 
in the report of the compensation com- 
mittee, which is headed by Spencer L. 
McCarty, Provident Mutual, Albany, 


executive secretary of the New York 
state association. 

The report said that as a result of an 
invitation from Superintendent Bohl- 
inger of the New York department, 
“your committee opened the door to 
the next phase of its work by a con- 
ference on June 25, 1953, with Deputy 
Superintendent Julius Sackman, Deputy 


Superintendent Albert Straub, Chief 
Actuary Charles C. Dubuar and Actuary 
Allen Mayerson, to lay out a program 
for a creditable study on agents’ earn- 
ings. We stated our position at that 
time — that we felt that the limit on 
compensation established 25 years ago 
must have been based on something 
more than arbitrary empirical findings. 
It is time now to review the basis upon 
which limits of compensation were set 
forth in the law. It seems to your com- 


(CONTINUED ON PAGE 30) 








He is a typical 
full-time member 
of the Field Force 


His outstanding 
achievements 
in 1952 


He uses 
Continental American 
Sales Plans 


His market 
is Preferred 


The President’s Club is designed to give special 
recognition to every established and successful 
Representative—not a select few. Members partici- 
pate in an enjoyable and profitable convention 





General Agency openings 
. in Pittsburgh and 
;aamaerct., Western Pennsylvania 





mae 4 


ingly successful. 











% Average Total Paid-for Business. 
% Average Number of Sales . . 
% Average New Sale . 


meeting every year where they have an opportunity 
to meet old and new friends and exchange ideas with 


other successful Life Underwriters. 


. $446,114 
39 
$11,439 


These include a complete Visual Sales Kit containing 
Organized Visual Presentations for a complete 
Planned Life Insurance Program Service and a num- 


ber of package sales plans. 


This is a natural market for a President’s Club mem- 
ber, since Continental American specializes in 
Preferred Class Risks and its sales material and 
policy equipment are geared to this market. The 
result is high quality business, satisfied policyowners 
and higher average sales—important factors in 
enabling Field Representatives to become increas- 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Delaware 
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120 S. LaSalle St. Chicago, Illinois 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension Contracts 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER 


General Agent 


CONTINENTAL ASSURANCE COMPANY 
Hlinois' Leading Life Insurance Company 
39 So. LaSalle Street 
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THE CONNECTICUT MUTUAL LIFE 
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3300 Board of Trade Building Suite 240, Beard of Trade Bldg. Earl C. Jordan, General Agent 105 
Chicago 4, Illinois WAbash 2-5311 Wm. J. Nelson, Jr., Assoc. Gen. Agt. 
FREEMAN J. WOOD RALPH L. WELCH HANS A. FRANKE 
General Agent General Agent General Agent 
LINCOLN NATIONAL LIFE INSURANCE CO. BANKERS LIFE INSURANCE COMPANY OHIO STATE LIFE 
208 S. LaSalle St. Tel. CEntral 6-1393 OF NEBRASKA INSURANCE COMPANY 
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FRED S. JAMES & CO. GUARANTEE MUTUAL LIFE 
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SAM LELAND, MGR. A. H. WOHLERS, MGR. MASSACHUSETTS MUTU 
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DUKE FRANK AGENCY 


State Mutual Life Assurance Co. 
Worcester, Massachusetts 
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RAYMOND W. FRANK, GENERAL AGENT 


One N. LaSalle St. DEarborn 2-1404 
3 Chicago, Ill. 








J. GORDON MICHAELS 


Branch Manager 
Continental Assurance Company 
Associates: 

Jim Barber 

John Deering 

Jerry Groom 

Cele Lammers 
175 W. Jackson Bivd. WaAbash 2-3410 
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istance GEORGE C. BEHRNS Robert J. Murphy & Associates 
*(NCY General Agent Robert J. Murphy, C.L.U., Manager THE A. D. CROW AGENCY 
= BAecic?, on s 
NEW ENGLAND MUTUAL LIFE J. T. Ritchie, C.L.U. “A. J. Kirchberg, Jr. The Lincoln National Life 
INSURANCE COMPANY M. J. Bowens W. G. Leventhal Insurance Company 
M. J. Weil, Agency Assistant 
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ROBERT L. SEILER THE UNION CENTRAL LIFE THE LIFE INSURANCE COMPANY OF VIRGINIA 
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INSURANCE COMPANY Suite 1525 
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Adjustable Social Security Clause ) 
THE NEW JERSEY LIFE ASSOCIATES, INC. | Sus . 


























Suggested by NALU Committee 
STATE AGENT FOR NEW JERSEY 


CROWN LIFE INSURANCE CO. 


At Your Service 
M. DICKSTEIN, President 


General Agents 


JOSEPH H. CLEMENTS 


President General Agents Section 
Crown Life Club 
Newark, N. J. 


Ss. E. LEIWANT, C.L.U. 


Member Million Dollar Round Table 
Newark, N. J. 


MORRIS-DALY 
ASSOCIATES 


Newark, N. J. 


R. J. MORAFF 


Vice President General Agents Section 
Crown Life Club 
Paterson, N. J. 


A. J. WOHLREICH 


Member Million Dollar Round Table 
Orange, N. J. 


ALFRED J. BERNSTEIN 
Trenton, N. J. 
1. FRISS 


Atlantic City, N. J. 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIre 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK, N. J. MITCHELL 2-2083 
$1,001,824,496.00 Insurance in Force 























Nothing 
SINGS 
like 
SUCCESS 


and to hundreds of insurance 
throughout the United States, Hawaii and Alaska 
the sweetest music is the rustling rhapsody of 
cheerful commission checks playing the accom- 
paniment to their rapid progress up the ladder of 





salesmen 


success. 
Career insurance men find the unusually effective 
business acquisition methods and unexpectedly 
broad agent cooperation policies of Benefi- 
cial Standard Life to be the biggest factor in their 
rapid business progress. 


Write ]. N. Mitchell re General A ie Opportunities 


STANDARD LIFE -— COMPANY 


HOME OFFICE: a SO. SPRING ST. 
LOS ANGELES 14, CALIF. 











Recognizing the needless hardships 
and economic unsoundness resulting 
from the present inflexible work clause 
in the social security act, the social 
security committee of N.A.L.U., headed 
by Albert C. Adams, John Hancock, 
Philadelphia, suggested in its report 
that the present clause be replaced by 
a sliding scale under which social 
security benefits would bear a direct but 
inverse relationship to earnings after 
age 65. 

“Under such a plan,” the committee 
stated, “we contemplate that a retired 
worker's benefits would decline progres- 
sively as his earnings increased but 
would not, as at present, be completely 
forfeited just because his earnings ex- 
ceeded a fixed amount in a given month. 
We believe that this type of plan would 
be feasible and administratively work- 
able; that it would encourage retired 


workers to make use of their productive 


new approach to the problem of caripy 
for our aged workers and their depend. 
ents is contemplated, we recommen 
that the matter be promptly broughy 
to the attention of our board of trusteg 
in order that the latter may then form, 
late official N.A.L.U policy thereon, If 
on the other hand, such legislation 
simply has the objective of continuing 
the present social security system in ap 
extended and modified form, we recom. 
mend that N.A.L.U.’s position With 
respect thereto be determined in the 
light of the following six general 
principles, which were adopted at the 
1953 mid-year meeting: 

1. There should be no deviatiog 
from the original concept of the OAS] 
program, which is to provide only a 
basic minimum layer of old age and 
survivorship benefits for our workers 
and their dependents. In this connec. 
tion, we specifically recommend opposi- 




















Among those 
on hand for the 
American Society 
of C.LU. direc. 
tors meeting are 
Louis Halley, Se- 
curity Life & 
Accident, Denver; 
Lorraine Sinton, 
Mutual Benefit 
Life, Chicago; and 
DeSaussure D. Ed- 


munds, Equitable 
Society, Bir- 
mingham. 








abilities to the benefit of themselves 
and society; and that it would tend 
to deter further liberalization of benefit 
amounts. 

“Another area in which we feel that 
particular study may be advisable con- 
cerns the present status of social security 
benefits for income tax purposes. If, as 
is widely proclaimed and apparently 
believed by many, OASI benefits are 
bought and paid for by workers and 
their employers and, accordingly, are 
payable as a matter of ‘right’ to such 
workers and their dependents, then it 
certainly can be argued that such bene- 
fits should be treated taxwise somewhat 
the same as benefits paid under quali- 
fied private pension plans. It would 
seem that in such event, no undue bur- 
den would be placed on the really needy 
aged because of present income tax 
exemptions and that the more well-to-do 
retired individuals would not be de- 
prived of any income to which they are 
equitably entitled.” 

The report stated that “while we 
fully expect that there will be a great 
deal of legislative activity in the social 
security field during 1954, we shall 
probably have no way of knowing just 
what form of legislation is likely to 
receive serious consideration by Con- 
gress until at least such time as the 
Curtis subcommittee has concluded its 
studies and made its report. 

“If it then appears that an entirely 


tion to any further liberalization of 
benefits. 

2. Coverage under the OASI pro- 
gram should be extended as promptly 
as possible to all gainfully employed 
persons, provided that such coverage 
(a) is administratively feasible and 
(b) will not result in an undue duplic- 
tion of benefits provided for under 
other government programs. 

3. A reasonable work clause should 
be maintained in order to keep down 
the costs of the OASI program. 

4. There should be no change in 
the age requirements presently con- 
tained in the social security act. 

5. No federal system of disability 
benefits should be provided under the 
OASI program or otherwise. 

6. Careful consideration should be 
given to the possibility and advisability 
of putting the OASI program on 2 
“pay-as-you-go” basis, with the trust 
fund maintained at a level sufficient 
only to see the program through 4 
reasonable period of economic de- 
pression.’ 





Represent S.W. Life 


Southwestern Life home office 
emissaries in attendance are R. R. 
Davenport, vice-president and agency 
director, and J. Carlton Smith, educa- 
tional director. 
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Republic National Life Insurance 
Company 
Theo. P. Beasley, President 


Home Office, Dallas, Texas 


Our Best to N.A.L.U. 


Great American Reserve 
Insurance Company 
Home Office, Dallas, Texas 


Travis T. Wallace, President 
Glen Wallace, Agcy. V. P. 





SOUTHWESTERN LIFE 
INSURANCE COMPANY 


James Ralph Wood, President 
Dallas, Texas 


“Fifty Years of Faithful Service to Texans”’ 








Mercantile Security Life 
Insurance Company 
Dallas, Texas 


John Mills, Chr. of Bd. 
J. N. Nutt, Ex. V. P. 


J. Neelyhandrum, Pres. 
Floyd V. Gish, C.L.U., 
Agcy. V 


Greetings to N.A.L.U. 


Continental Life Insurance 
Company 
Home Office, Fort Worth, Texas 


STERLING HOLLOWAY, Pres. 


D. C. Beasley, Ex. V. P. 
F. L. Schultz, V. P. and Agcy. Dir. 


GREETINGS FROM 
THE PRAETORIANS 


Home Office - Praetorian Bldg. 
Dallas, Texas 


Jno. N. Harris, President 








ANICO 


First in Texas 
First in the Southwest 
18th in the Nation 


AMERICAN NATIONAL INSURANCE 
COMPANY 


W. L. Moody, Jr., President 


Galveston, Texas 








An Agents’ Company Organized 
For Agents 


When in Texas Visit 
American Country Life Ins. Co. 
Home Office - Houston, Texas 


Warren M. Fleming, V. P. 





United Bankers Life Insurance 
Company 


Home Office - Dallas, Texas 


D. J. Willmon, President 








Greetings N.A.L.U. 


TEXAS PRUDENTIAL INSURANCE 
COMPANY 
Galveston, Texas 
S. E. Kempner, President 


A Good Name We Have— 
A Good Name We Shall Keep 


AMERICAN GENERAL LIFE INS. CO. 
Home Office - Houston, Texas 


Burke Baker, Ch. of Bd. 
Benjamin N. Woodson, C.L.U., President 
Ford Munnerlyn, Vice President 


Tennessee Life Insurance 
Company 


H. O. Houston, Texas 
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Congratulations N.A.L.U. 


SOUTHLAND LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
“Serving Since 1908” 








Great Southern 
Life Insurance Company 


Home Office - Houston, Texas 








THE GIBRALTAR LIFE INSURANCE 
COMPANY OF AMERICA 


Home Office, Dallas, Texas 


W. E. Nettle, President 
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SUB-STANDARD and SeL' 


Earl H. Weltz & Company is a_ separate 
Organization— operating independently of all 
Life Insurance Companies—applying the 
“Lloyd's of London” idea to the Life Insurance 


Business. 


We are not in the employ of any Company 
but represent many companies as general agents. 
Because of the broad scope of coverage, pro- 
vided by these Companies collectively, we are 
equipped as a Life Insurance Clearing House, 
to furnish to every man in the Life Insurance 


Business no matter where located — 


A UNIVERSAL SERVICE 


First Year_and Renewal Commissions are paid and cite 


EARL H. WELT: 


LINCOLN LIBERTY BUILDING te 


Telephone: those: | 
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id SpLUS LIFE INSURANCE 








Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention. We are not in competition with your 
own Company but we would like to work with 
you on risks which they do not accept—or 


on surplus. 


Each Company we represent has been carefully 
analyzed and selected on the basis of character 
and proved ability of management, financial 
strength, high earning power jand sound under- 


writing. 


d and guar to you by the Company issuing the Policy Contract 


use, 6-714] 





LT» COMPANY 


PHILADELPHIA, PA. 
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PROVED SALES LEADER 


Introduced only a short time ago, MASTERPLAN 


in its first full two months accounted for 18% of the company’s 


sales. Average size policy was $6,394.00. 


General American men find the versatility of MASTERPLAN 


popular. Actually MASTERPLAN is many policies in 


one. It gives the insured the guaranteed right to choose 


later the plan that best meets his needs then. It gives cash 


endowment privileges with continued protection 


. . offers a sound savings plan where the insured can 


get back more than he pays in. 





ST. LOUIS, MO. 





The theme of ‘‘Quality First” is more than a slogan 
with us—it is a rigid principle appropriately exem- 


for the agent as well as the prospect. 


MASTERPLAN really “Takes the IF out of LIFE” 


For further information write Frank Vesser, Vice President 


General American Life . 


One of the nation’s leading mutual legal reserve companies 


| plified by so many 1953 quality award winners. 

INDIANA Eugene K. Druart Towa Russell Farmer 
George W. Anawalt Doyal E. Plunkitt Arthur J. Goodman Elmer Hansbarger 
Harry M. Fleenor* William E. Rogers* MICHIGAN ee 
Virgil B. Louden M. A. Kennedy A. J. Ouellette ——e * 
Julian W. Schwab* Nate Kaufman* J. J. Wendt* ‘ — ‘ 

, ; > 7 aoe alvern Marks 
Wm. H. Plymate Francis H. Davis iene ra oe 


C. L. McClelland 
David R. Johnson* 
A. R. Mever* 
George R. Lambert 
Wm. G. McClelland 
J. Rebert Hopper 
L. M. Carr* 


Harry H. Huston 


ILLINOIS 

Vinton C. Reed* 
Kenneth P. Sheppard 
R. E. Sheppard 

S. M. Krawezyk 


Ernest Herzog* 
A. M. Klinefelter 
Oux10 

L. L. Snyder 

E. Lowell Rife 


Edward F. Hall 
Edgar T. Russell* 
H. Bruce Veazey* 
J. T. McClelland* 
Finck Dorman* 


* Qualified for 5 years or longer. 


NDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


Water H. Huent, President 


ARNnoLp Bere, C.L.U., Agency Vice-President 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 











Too Much Group Term Is Risky 
for Dependents, Committee Cautions 


From the buying public’s point of 
view, the N.A.L.U. committee on group 
insurance, headed by Robert C. Gil- 
more, Jr., Mutual Benefit Life, Bridge- 
port, Connecticut, “feels it to be 
abundantly clear that large amounts of 
group term for dependents of the 
primary certificate holder would be 
decidedly contrary to the public good, 
since such temporary insurance in any 
substantial amount might readily tend 
to become the entire insurance program 
of such dependent, to their great dis- 
advantage at the termination of employ- 
ment of the primary certificate holder 
or under certain other circumstances.” 

This viewpoint was brought out in 
the report prepared by the committee 
for presentation at Cleveland. 

“On the other hand,” the report 
continued, “we find the arguments for 
such insurance on the low-limit basis 
to be persuasive. From the point of 
view of the field force, it is obvious 
that the individual underwriter not 
infrequently loses business because of 
the existence of dependent coverage but 
offsetting this, it seems to be factually 
demonstrable that the over-all effects of 
group coverage for dependents do not 








freemen 








before the committee, and its Feappoiny. 1 
ment is an essential step in Continyjns ref 


N.A.L.U.’s attempts to solve many fig 
problems.” 

The report brought out that progres 
has been made in incorporating ty 
new maximum $20,000/ $40,000 group 
term limits into the laws of several }, 
states—in Idaho, Indiana and Pe 
vania by legislation, in Connecticut 
department regulation. In South Capp 
lina legislation was awaiting the Bor. 
ernor's signature at the time the repo 
was being drafted. 

“In a large number of industyig 
states, nO attempt was made to see 
introduction of this type of legislation 
either because the time for the introdyg. 
tion of new bills had expired, becaug 
it was believed that any such legislatiyg 
efforts would not be effective withoy 
further preliminary ground work, o 
because the states concerned had 4 
ready formulated and committed them. 
selves to other legislative programs tha 
they deemed to be of more immediate 
importance,” the report said. 

“In those states where the new 
amount limit became effective, this 
result stemmed, to a great extent, from 


Discussing rela- 
tions with attorneys; 
Loren Stark, Connec. 
ticut Mutual, Hous 
ton; Eugene M 
Thore, general coun- 
sel Life Insurance 
Assn. of America: 
John Kellam, Na. 
tional Life of Ver- 
mont, New Canaan, 
Conn.; and Edward 
L. Allison, North 
western Mutual, 
Tulsa. Mr. Kellam 
is chairman and 
Messrs. Stark and 
Allison are members 
of the N.A.L.U. com- 
mittee on_ relations 
with attorneys. 











bring about serious repercussions with 
respect to either conservation or indi- 
vidual sales. 

“Your committee feels that the above- 
mentioned policy decision of this as- 
sociation concerning group coverage 
for dependents should be reviewed at 
the annual meeting of the national 
council, particularly since there will 
undoubtedly be a larger number of 
council members present at that time 
than were present at the mid-year 
meeting in Chicago and more adequate 
time to devote to the discussion of this 
very important matter. We should 
particularly appreciate further advice 
from the council either reaffirming 
N.A.L.U’s complete opposition to all 
group term life insurance coverage for 
dependents, or modifying that stand so 
that it expresses opposition to such 
coverage only when it is in excess of 
fixed limits, such as, for example, $1,000 
(fully convertible) on the spouse and 
graded amounts up to $500 for children. 

“We also recommend that this special 
committee be continued for another 
year. While substantial progress has 
been made in the past 12 months, time 
has not permitted complete investiga- 
tion of each group insurance matter 


the cooperative support of every sec- 
tion of the life insurance industry. The 
opposition of self-interest, such as was 
evidenced in certain states over the 
proposed new limits, served to nullify 
the united efforts of the industry. In 
view of the unified support given 
officially to the new group limits by 














Listening to national council celine 
tions are Elsie Doyle, Union Central Life, 
candidate, af 


Cincinnati, a _ trustee : 
Emmett W. Millholland, Ohio National 
Lifes Columbus, Ohio, nati 
committeeman. 
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VALU. and the two company 
peganizations, the L.LA.A. and | the 
\LC, it is to be hoped that the objec- 
gas of certain individual companies 
jomiciled in key states can be resolved 
before the next legislative session.” 

The report expressed the hope that 
he National Assn. of Insurance Com- 


missioners at its next meeting will 


ynend its model group bill so as to 
igcorporate the new limits. 











Past President Grant Taggart (right) 
of N.A.L.U. wasn’t surprised at semi 
grangers addressing him as “Mr. Grant.” 
4s maybe you can see in this picture, 
his badge reads “Taggart Grant.” With 
him is Frank McNamara, Old Line Life, 
Waukesha, Wis. who obviously took no 
chances with typographical errors. He 
ports his own special brand of identifi- 


cation tag. 


N.Q. A. Qualifiers, 
Totaling 10,055, 
at All-Time High 


The committee on conservation 
headed by M. W. Peterson, Lincoln 
National, Charlotte, N. C., reported at 
the N.A.L.U. meeting that this year 
10,055 members qualified for the na- 
tional quality award, an all-time high 
and a gain of 1,206 over 1952. Quali- 
fies represent 181°) of N.A.L.U.'s 
membership, compared to 16.6‘; last 
year. 

" Tabulations accompanying the report 
analyzed the qualifiers according to 
states, membership in the Million 
Dollar Round Table, which had 581 
qualifiers; Women’s Quarter Million 
Dollar Round Table, with 93 qualifiers; 
CLU. qualifiers, with 998. Of total 
qualifiers 8,129 were consecutive for 
their entire period of qualification and 
1926 were non-consecutive. Of the 
124 women qualifiers included in the 
total 97 were consecutive and 27 were 
non-consecutive. 

The report commented on the many 
well-planned meetings held in June to 
celebrate the presentation of the N.Q.A. 
certificates, with resulting good public- 
ity and enhanced prestige for the 
awatd program. This year the publicity 
given to the award in company publica- 
tions and in the trade press was greater 
than in any previous year. At joint 
meetings of the conservation commit- 
tee and the quality business committee 
of LLA.M.A. approval was given to a 
10-year award for presentation to those 
who will have qualified this year for 
10 consecutive years. 

The committee urged that local sec- 
fetaties report N.A.L.U. memberships 
Promptly to national headquarters be- 
cause many N.Q.A. qualifiers were told 
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that they had not met the membership 
requirements and later it turned out that 
the local associations had been dilatory 
about transmitting the information to 
headquarters. 

The committee was also disturbed 
this year by the very large number of 
application blanks that were  incor- 
rectly completed, making it necessary 
for hundreds to be returned to the 
applicant for additional information. 

Because of the many complaints re- 
ceived this year about the late delivery 
of the award certificates and the small 
pocket cards and in view of the in- 
creasing amount of work involved in 
checking applications and processing 
certificates as the number of quality 
awards increases, the joint committee 
of N.A.L.U. and LI.A.M.A. recom- 
mended that the date for filing by 
agents with their companies be ad- 
vanced to January 31 Accordingly the 
1954 application blanks will appear in 
the November issue of Life Association 
News instead of December, as in 
previous years. 


Urge Paying Part 
of Cost of Joint 
Meetings with Bar 


If the American Bar Assn. goes 
ahead with the project of resuming 
face-to-face meetings of the National 
Conference of Lawyers and Life Under- 
writers, the last of which was held in 
1950, the N.A.L.U. committee on rela- 
tions with attorneys, headed by John 
Kellam, National Life of Vermont, 
New Canaan, Conn., recommends that 
N.A.L.U. seriously consider making an 
appropriation, similar to what would 
be made by the ABA. to defray 
N.A.L.U.’s share of the costs of any 
such meetings. 

This was brought out in the report 
that the N.A.L.U. committee prepared 
for the meeting in Cleveland. 

The report stated that Thomas J. 
Boodell of Chicago, who is chairman of 
the A.B.A. committee on unauthorized 


practice of law and is co-chairman of 
the National Conference of Lawyers 
and Life Underwriters, intends to ask 
for an appropriation from the A.B.A. 
to finance A.B.A.’s share of the expense 
of putting the national conference on 
a more active basis than it has been for 
several years. 

“While we do not necessarily feel 
that we should take the initiative in 
this area, we firmly believe that it 
would at least be highly desirable for 
our own members of the national con- 
ference to be in a position, financially 
speaking, to accept any invitation that 
the lawyer members of the conference 
may extend to meet with them during 
the current fiscal year,” the report noted. 

“In the meantime, we continue to 
believe that one of the most promising 
avenues leading to the maintenance of 
cordial relationships and mutual under- 
standing between life underwriters and 
lawyers lies in the admission of the 
latter to the life insurance and trust 
councils and estate planning councils 

(CONTINUED ON PAGE 18) 


CLEVELAND 


The Ohio National Life Insurance Co. 
welcomes you—one and all—to its great 
home state of Ohio, and to the 64th 
Meeting of the N.A.L.U. 


We know that your visit to Cleveland 
will be a pleasant and profitable one, 


and that the future will continue to see 
the success and advancement of life 
underwriting. 


3 CINCINNATI 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office — Newark, N. J. 
EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street, New York 5 
Digby 4-0040 








L. W. SECHTMAN 


General Ageni 


AETNA LIFE INSURANCE COMPANY 


60 East 42nd Street 
New York 


MUrray Hill 2-0200 


Lincoln Building 








THE 


op Soy AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 


921 Bergen Avenue, Jersey City 6, N. J. 
Newark ; Md City 
MArket 2-2242 JOurnal Sq. 4-1724 
New York: REctor 2-4540 





Greetings 


64th ANNUAL MEETING 


FROM THE NEW YORK 





WHEELER H. KING, C.L.U. 


General Agent and Associates 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


342 Madison Ave. New York 17, N. Y. 
MUrray Hill 7-5560 





KRUEGER & DAVIDSON 
AGENCY 


THE NORTHWESTERN MUTU ,L 
LIFE INSURANCE COMPANY 


386 Fourth Avenue, New York 
Harry Krueger, C.L.U. Walter S. Davidson 
General Agents 


EDWIN J. ALLEN 
HAROLD G. PRATT 
General Agents 
JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 
NEW YORK, N. Y. 








THE JULIUS M. EISENDRATH 
AGENCY 
THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building New York 1 
CHickering 4-4400 





SAMUEL D. ROSAN AGENCY 


INC. 
General Agent 


S. D. Rosen, Chairman of Board 
H. J. Rosan, President 
CONTINENTAL 
ASSURANCE COMPANY 
76 WILLIAM STREET NEW YORK 5, N.Y. 
WHitehall 3-7680 


O. A. KREBS 
General Agent 


AETNA LIFE INSURANCE COMPANY 
151 William Street, New York 38 





REctor 2-7900 17 | 





DAVID A. CARR AGENCY, 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


1780 BROADWAY AT 57th STREET 
New York 19, N. Y. JUdson 6-4660 


CAMPBELL & DEMAREST 


General Agents 


MANHATTAN LIFE INSURANCE 
COMPANY 


Complete Brokerage Service 
PLaza 7-6572 


120 West 57th St. New York 19, N. Y. 


JOHN H. EVANS 
Manager 


HOME LIFE INSURANCE COMPANY 
William E. Thomson, Brokerage Asst. 
55 West 42nd St. New York 18, N. Y. 
OX ford 5-1434 








C. W. SABIN, Manager 
THE JOHN STREET AGENCY 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


55 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 


BOOKSTAVER AGENCY 


SECURITY MUTUAL 
LIFE INS. CO. 


NEW YORK 17,N. Y. 
CHickering 8-8330 
BURTON J. BOOKSTAVER, General Agent 





500—Sth AVE. 


THE CHARLES B. KNIGHT 
AGENCY, INC. 
General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


CHARLES N. BARTON. Pres. 
Maurice Ziff, V. Pres. Hubert E. Davis, V. Pres. 








LAMBERT M. HUPPELER 
AGENCY 
JOHN GUTTERMUTH, Brokerage Mgr. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


527—Sth AVENUE, NEW YORK 7, N. Y. 
MUrray Hill 7-0800 











JAMES F. MacGRATH, JR. 
General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38 
HAnover 2-7865 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 
Arthur L. Sullivan Edward J. Emmet 
General Agent Supervisor 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 





149. 
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to THE N. A. L. U. 


a Cleveland 


GENERAL AGENTS AND MANAGERS 





JOS. D. BOOKSTAVER AGENCY 
INC. 


THE TRAVELERS INSURANCE CO. 
Guaranteed Low Cost Life Insurance 


Saul Rosenstein M. Goldstein 
Manager 4ssoc. Manager 


110 William St.—WO 2-5800 








HOEY AND ELLISON LIFE 
AGENCY INC. 
WALTER W. CANNER, President 
EKQUITABLE LIFE INSURANCE CO. 
OF IOWA 
118 William St., 38, N. Y. 
129 Church St., New Haven 


BA 7-4800 
8-4114 








THOMAS W. MELHAM, C. L. U. 


Vanager 
THE PRUDENTIAL INSURANCE CO. 
of AMERICA 
Brokerage Managers 
E. B. Eichengreen C.W. Palady C.J. Weppler 
21st Floor, 161 William St., 38, N. Y. 
COrtland 7-4363 








. THE FRASER AGENCY 


Congratulations to My Partner 





















































M. L. CAMPS Harold N. Sloane, C.L.U. 
of General Agents President 
‘ eee : Of the Life Underwritere Association of New York 
JAL THE CONNECTICUT MUTUAL bin Manecck Harry A. Gruber Life Associates 
»>ANY LIFE INSURANCE COMPANY a Tusunanes Scien ee eat 9 & SLOANE 
‘ 149 Broadway, N. Y.6 1440 Broadway, N. Y. 18 Suite 1701, 110 E. 42nd St., New York npn rip 
clay 7-1070 “ , - CONTINENTAL ASSURANCE 
ey shia iemneiaanniae 111 John St., N. Y.38, N.Y. | BEekman 3-4545 
Telephone MURRAY HILL 2-4500 LOUIS REICHERT L. 1. LESTER 
DAVID MARKS, JR., Cc. L. U. General Agent, Life Dept. General Agent 
| General Agents - — waists MUTUAL TRUST 
MPANY NEW ENGLAND MUTUAL TRAVELERS INSURANCE COMPANY LIFE INSURANCE COMPANY 
38 LIFE INSURANCE COMPANY 45 John Street, New York Tel. RE 2-7282 45 John St., New York City COrtland 7.6030 
17 E. 42nd STREET NEW YORK FRANK S. GROH, Manager Mitchell Goodstein, Manager Brokerage Dept. 
ROSWELL W. CORWIN, C. L. U. THE BRAGG AGENCY THE MACCABEES 
Ghidsabeiaiats JAMES ELTON BRAGG, C.L.U., General Agent Migialtbiti djing 
(PANY NEW ENGLAND MUTUAL LIFE THE GUARDIAN LIFE INSURANCE e 
set. INSURANCE COMPANY CCMPANY OF AMERICA 
18, N.Y. 150 BROADWAY NEW YORK 33, N. Y. Home Office Agency 60 EAST 42nd St. NEW YORK CITY 
‘eas eee 50 UNION SQUARE, NEW YORK 3, N. Y. MU 2-1630 
° GRamercy 3-3000 i 
. TT] A. J. JOHANNSEN MICHAEL J. DENDA CHARLES SCHIFF 
ew we and ASSOCIATES aaa J. DEND 
esident Vice President Manager 
g& NORTHWESTERN STUYVESANT AGENCY 
E INIO J ‘E INS ; : 
NY ete ge ee THE PRUDENTIAL INSURANCE CO. 
7, N.Y. ——_—_— COMPANY iia i elemiiiaa of AMERICA 
U4 Trinity Place 136 Greenwich St. tiie = NSW 208s. N. 2. Suite 729 Chrysler Bldg. New York 17, N. Y. 
V. Pres. New York Hempsted, N. Y. VAnderbilt 6-2355 MUrray Hill 6-3070 
y 
7 RUSSELL E. LARKIN THE MUTUAL RAYMOND F. THORNE, C.L. U. 
Monge "ian a E General Agent 
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LIFE’S FOUR GREAT LOVES 


Love of a husband for his wife 
Love of parents for their children 
Love of children for their parents 


Love of economic security and independence 












Wherever these great loves exist, there is a 
need for life insurance and the servicesjof a 


competent life underwriter. 









































Again— Our Objective is to Help 


—WHO?— Our Brokers — Career Men — General Agents 
and Regional Supervisors. 

—DO WHAT?—Make Money. 

—WITH WHAT?—A complete kit of the best and more 
liberal life, accident, health, wholesale group and 
creditors group. Ages birth to 76. All with unusual 
and salable features that build big incomes. 

—HOW?—Through complete appreciation of the field- 
men's problems by home office top executives who 
can and will do something about them. 

—SO WHAT?—We are expanding — Growing WITH 


our men. 


PLANNED EXPANSION 


Our expansion plans have created exceptional openings for several additional 
regional supervisors. Our supervisors are compensated with salary, expenses, and 
incentive bonuses, resulting in better income for the producer who can qualify. 
Positions open in Missouri, Kansas, Oklahoma, lowa, Nebraska, Minnesota, 
North and South Dakota. For information, write—B. Taylor, vice president, 
There ARE opportunities with this good growing company. 
Our Regional Supervisors agree there is a real opportunity 


for;EXPANSION with us. 
NATIONAL FIDELITY 


WIMPAHCE Congleaag 
W. RALPH JONES Arecezont 
BAnsAS City 6, MISSOURI 
Thirty-Eighth Year of Faithful Service 
ACCIDENT © HOSPITALIZATION © HEALTH & LIFE ®° WHOLESALE GROUP 
















Mrs. Wertz; Lawrence W. Jackso 


Snapped in the lobby of the Statler: Ray Wertz, Lincoln National, I 
m, associate director of field service of N.ALU; 
and Mildred Ten Brook, executive assistant of the Wertz agency. 


















213 Study Enlists Agents 


(CONTINUED FROM PAGE 19) 





mittee that in order to say that 55% 
and nine 714% commissions is right, 
but that 56% and nine 76/10 com- 
missions is wrong—there must be some 
findings on which to base the statement. 
Your compensation committee feels it 
is time for another study to be made 
which will recognize that the life insur- 
ance business has changed and that the 
earnings of the people who sell it should 
be measured under modern conditions 
and the maximum commissions set with 
sufficient margins for the life insurance 
business to maintain a strong position 
in the economy of the United States. 

“It is in the public interest to have 
a control on life insurance expenses but 
these restrictions should not be so 
severe that the life insurance companies 
admitted to do business in New York 
state cannot keep pace with the rest 
of the industry. It is evident to your 
committee that the New York state 
insurance department is anxious to 
avoid any arbitrary determination as to 
the adequacy of their law in the field 
of expense control, and we will need 
the cooperation of all members in arriv- 
ing at a fair answer.” 

Discussing the revision of commis- 
sion limitation on industrial insurance 
the committee reported: 

“It is now evident that the work 
that has been done to get the basic 
statute (i.e. section 213) amended, 
clears the way for progress on the 
separate problem of adjusting section 
213 (a) which stipulates the limits 
for the expenses of conducting weekly 
premium life-insurance. The chairman 
of the joint legislative committee, 
Senator Condon, told N.A.L.U. that 
this specific subject would have their 
attention during the balance of 1953 and 
also during the 1954 legislative year. 
It has not been possible until now for 
specific consideration of this subject 
because the department and the Condon 
committee wanted to withhold any 
action on the industrial life insurance 
expense limits until the basic law had 
been amended. N.ALU. compen- 
sation committee has _ continually 
reminded the authorities that those of 











our members writing weekly premium 
business exclusively or in combination 
with their ordinary insurance busines, 
are very anxious to get some attention 
by the law-making authorities.” 

The report reviewed the change 
made in section 213 at the 1953 legis 
lative session. 

Quoting his report, Chairman 
McCarty noted that in the last four 
N.A.L.U. administrations he has had 
the responsibility of either heading a 
sub-committee on section 213 or being 
chairman of the full compensation com. 
mittee and that “now that a new set 
of amendments has been passed and 
made law it is time for other persons 
to assume the chairmanship.” 





Women Agents Unit 
Ask‘Tabling of 
Move to Dissolve 


The committee of women under 
writers, headed by Mrs. Minna Hensley, 
Franklin Life, Salina, Kans., reported 
that throughout the year it has striven 
to encourage women agents to take an 
active interest in N.A.L.U. affairs at the 
local, state and national levels. 

“This committee feels that the women 
should be active by attending the com- 
mittee meetings at the mid-year 
annual meetings of N.ALU,,” th 
report continued. “It is suggested alo 
that as many women as possible be 
asked to serve on national committets, 
thus giving more women an oppor 
tunity to take part in the affairs of the 
association.” 

This committee had suggested at the 
mid-year meeting in Chicago that it be 
dissolved and women be given a pat 
in N.A.L.U. on the regular commuttets 
However, at Chicago some felt defio- 
itely that the women’s committee sho 
not be dissolved at that time. Conse 
quently, the committee in its report # 
Cleveland asked the board of trustees 10 
table the question for the present. 
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iMilitary Benefits Report 


FROM PAGE 18) 





— 
wrvivorship benefits for dependents 
of servicemen by (1) eliminating the 
4} s10,000 gratuitous servicemen’s indem- 
Hairy; (2) wiping out the present dis- 
qimination against the survivors of 
regular servicemen and in favor of the 
>} survivors of reserve servicemen killed 
| on active peacetime duty, which results 
‘Tom the present practice of paying 
the latter the much more liberal bene- 
fits provided under the federal 
employe’s compensation act in lieu of 
the compensation paid by the veterans 
ministration to the survivors of 
_ | deceased regular servicemen; (3) bring- 
ing all servicemen under the OASI pro- 
; on a permanent, full membership 

lysis: (4) replacing the present 
monthly VA compensation with a new 
form of “service compensation,” which, 
in most cases, apparently would amount 
10 80% of the first $100 of a deceased 
—————__] erviceman’s basic service pay, plus 


40% of the balance thereof, with the 
nts 












Le 


tional, Detroit 
ce of N.ALU: 


minimum monthly payment being 
$100; (5) revising the existing six 
months’ death gratuity to provide a 


LL és A> e 

° $12 é a $ 3 a = 
ekly premium 81,200 —— “s is 3 “ man 
1 combination mum; and (6) reducing to two, or 


possibly three, the number of govern- 
ment agencies responsible for the pay- 
ities,” ment of survivors’ benefits. 
the chan Discussing the solicitations of insur- 
1€ 1953 legis. ance on military reservations, the com- 
mittee said it had hoped that the 
t, Chairman| Defense Department would adopt the 
the last four] commendations made by N.A.L.U., 
he has had| American Life Convention, Life Insur- 
er heading a} ance Assn. of America, Life Insurance 
213 or being Conference and National Assn. of 
*nsation com-| Insurance Commissioners that all agents 
it a new set| soliciting commercial life insurance 
passed and] siles on posts over which the fed- 
ther persons| etal government has exclusive juris- 
ip.” diction be required to be licensed in 


ance busines, 
ome attention 


the states where such posts are located 
and represent companies also licensed 
therein. However, while the department 
seriously considered this, it finally 
rejected it on the ground that it would 
not accomplish the basic objective of 
insuring the maximum protection for 
the uniformed personnel of the mili- 
tary departments regardless of where 
they may be located in this country 
or abroad. 

The report points out in this con- 
nection that where an agent wishes to 
solicit on a post over which the state 
and federal governments have concur- 
rent jurisdiction he and his company 
still must comply with the applicable 
state licensing laws. 

The committee report concludes: 

“It should also be noted that the 
department also considered a third 
alternative, namely, the placing of a 
complete ban on solicitation on all 
military posts. While, fortunately, it 
did not adopt this alternative, the 
department has made it clear in the 
May 27 directive that if the procedure 
prescribed thereby does not provide 
adequate protection for service person- 
nel, it will be forced to further con- 
sider the banning of the solicitation of 
commercial life insurance on all mili- 
tary installations.” 

“While the new directive is not 
what we had advocated, we certainly 
recommend that all our state and local 
associations be urged to cooperate as 
fully as possible with the commanding 
officers of posts located in their respec- 
tive states in an effort to make it com- 
pletely effective in operation. Such 
cooperation is obviously necessary and 
desirable in the best interests not only 
of our country’s servicemen but also 
of the life insurance industry itself.” 

















| mediate past president of the Baltimore 


voting delegates were personalized note- 
books on which appeared in gold leaf 


Attending the 
board of directors 
meeting of the 
American Society 
of C.L.U.; W. E. 
Baker, New York 
Life, Washington, 
D. C.; A. H. Pick- 
ford, Provident 
Mutual, Des 
Moines; and 
Ernest H. Perkins, 
Provident Mutual, 
Albany. 








Novel Campaign 
The trustee candidacy of John C. 
Donohue, associate general agent of 
Penn Mutual Life at Baltimore, and im- 


association, is being pushed in a novel 
way. 
Placed in the hotel mail boxes of all 
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printing the individual’s name. On the 
cover of the notebooks, circulated by 
George S. Robertson, executive secre- 
tary of the Baltimore association, was a 
strong endorsement for Mr. Donohue’s 
election, pointing out that N.A.L.U. 








“needs the field man’s view.” 

















OSLICO 


welcomes 


a great organization 


(N. A. L. U.) 


to the great State of 


OHIO 


THE 





HOME OFFICE — COLUMBUS, OHIO 


CLARIS ADAMS, 
President 











10 STATE LIFE 


FRANK L. BARNES, Ist V. P. 
and Direetor of Ageneies 
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Charles L. J. Fee General Agency 
Charles L. J. Fee, General Agent 
Cliff Dancer, Brokerage Manager 
Ye otras 
MUTUALJ LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
530 W. Sixth St., Los Angeles 14, MAdison 6-5601 








WALTER S. PAYNE AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Western Home Office: Los Angeles, Calif. 
Assistant Managers 
Hal KE. Rudolph—Ray Minner—Carl W. Kotter 
TUcker 6251 


210 West 7th Street Los Angeles 14 















THE A. C. KRAUEL AGENCY 
A.C. Krauel, General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 


523 WEST 6th ST. LOS ANGELES 14 









THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
George Alvord, Brokerage Manager 


M Adison 9-3661 


609 South Grand Ave. Los Angeles 17 
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GREETINGS from LOS ANGELE 
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T. R. (BOB) MACAULAY CHARLES E. CLEETON STANLEY J. NEUMAN 
General Agent AGENCY General Agent 
STATE MUTUAL LIFE ASSURANCE OCCIDENTAL LIFE INSURANCE CONTINENTAL ASSURANCE 
COMPANY COMPANY COMPANY 
Telephone TRinity 6439 — TRinity 6356 
530 W. 6th a oe ae ANGELES 14 Robert B. Ogden, Jr., Associate Gen. Agent Agency & Brokerage Service for 3657 
“Specializing in Service to Brokers” 530 West Sixth Street Los Angeles 14 , Life and Non-Cancellable Disability 
510 West Sixth St. Los Angeles 14 
ALBERT L. JASON 
ial GEO. N. QUIGLEY, JR., C.L.U. W. W. STEWART 
THE PRUDENTIAL INSURANCE Branch Manager General Agent NC 
COMPANY OF AMERICA MANUFACTURERS LIFE INS. CO. PACIFIC MUTUAL LIFE 
—DIVISION MANAGERS— Ed. Linsenbard, Brokerage Mgr. INSURANCE COMPANY 
Frank Cuce, Ernest T. Plummer, Norman Bluebond } TRinity 0361 
MAdison 6-8791 MAdison 9-2556 7 
609 South Grand Ave. Los Angeles 17 609 South Grand Ave. Los Angeles 17 510 West Sixth St. Los Angeles 14 510 
GERALD W. PAGE, C.L.U. J. C. SCHAEFER, C.L.U. ARTHUR R. KRAUSSE & CO., INC. | 
General Agent Manager Tlovdtsiondon'G d 
PROVIDENT MUTUAL LIFE SAYRE. TOSO & SCHAEFER, INC. OPES SATE STR 
INSURANCE COMPANY ~ California General Agents UNITED STATES AND CANADA TH 
si ' GREAT-WEST LIFE ASSURANCE Accidental Death Up to One Million Per Person 
ne eee nee COMPANY 649 South Olive Los Angeles 14 
ore aii anilee' 609 South Grand aa — Los Angeles 17 TUcker 1153 ka 
THE NORTHWESTERN MUTUAL NEIL BURTON 
LIFE INSURANCE COMPANY Manager ARTHUR E. KRAUS, C.L.U. 
e CANADA LIFE ASSURANCE General Agent 
JOHN R. MAGE, C.L.U. COMPANY PACIFIC MUTUAL LIFE 
General Agent M Adason 9-1671 INSURANCE COMPANY 
TRinity 3821 ‘Prompt Brokerage Service * WEbster 3-9377 
609 South Grand Ave. Los Angeles 17 933 Subway Terminal Bldg. Los Angeles 13 700 South La Brea Los Angeles 36 107 
HENRY E. BELDEN ee THE YATES-WOODS AGENCY |||" 
THE RD — AETNA LIFE INSURANCE COMPANY John W. Yates and Robert L. Woods, Gen. Agents 
4 | yy 
NIG Ck C ~~ lies O Brien Sawyers, Jos. F. Bradley, Robert H. DeBusk MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY — age oe ri Guataaae aie: INSURANCE CO N 
Hol Grigsby G F. Dahli 
i Menprtee ie. "dees DUnkirk 1-3181 
530 West Sixth St. Los Angeles 14 810S. Spring St. TR 1771 inact 2601 Wilshire Blvd. Los Angeles 600 
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THE HAYS AGENCY 
Rolla R. Hays, Jr., C-L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 

Harold P. Morgan, Asst. Gen. Agt., Brokerage Service 
Charles C. Nalle, Asst. Gen. Agt., Pension Planning 

William B. Jadden, Manager, fone Training 
Suite 512, Statler Center—900 Wilshire Boulevard 
Los Angeles 17 M Adison 6-5881 








WALTER STOESSEL 
AND ASSOCIATES 


Ralph L. Chambers James Stoessel 
Brekerage Department Brokerage Manager 


NATIONAL LIFE OF VERMONT 


M Adison 9-1461 


609 S. Grand Ave. Los Angeles 17 











LEISURE, WERDEN & TERRY 
AGENCY 
—Brokerage Exclusively” — 
OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 


THE M. E. THOMPSON AGENCY 


M. E. Thompson, General Agent 
C. Mercer Barnes, Field Director 
A. E. Loveland, Field Director 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 

















JACK WHITE AGENCY 
Jack White, C.L.U., Manager 


LLOYD W. HUMMEL 
General Agent 


WALTER G. GASTIL 
Manager Seuthern California 
CONNECTICUT GENERAL'LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Richard A. Balue, Assistant Mgr. 
Don Withrow, Brokerage Mgr. 
Byron D. Williams, Group Mer. 


601 So. Kingsley Drive Los Angeles 5 














NCE fi Ross K. O’Leno, Assistant General] A gent 
; PRUDENTIAL INSURANCE 
wee oe ance BANKERS LIFE INSURANCE 
: fee pigs nic COMPANY OF NEBRASKA 
or 5657 Wilshire Blvd. se Angeles MAdison 6-4433 
yore 4 WEbster 3-8211 609 South Grand Ave. ; Los Angeles 17 
SS * GEORGE A. LANDIS 
a EAT 7 “ State Manager 
E We eee cana THE FRANKLIN LIFE INSURANCE 
Y ¥ COMPANY 


Angeles 14 510 


Robert C. Hess, C.L.U., Agency Supervisor 
Gantt Baggot, Brokerage Manager 
TRinity 4767 


West Sixth St. Los Angeles 14 


Springfield, Illinois 
TRinity 6881 


530 West 6th Street Los Angeles 14 


JOHN A. BARRY 
Manager 
CANADA LIFE ASSURANCE 
COMPANY 
MAdison 6-4306 
**Brokerage Exclusively” 
1138 Wilshire Blvd. Los Angeles 17 














ARTHUR LEWIS 


Director of Western Agencies 
CENTRAL STANDARDJLIFE 
INSURANCE 
CRestview 4-1744 


9538 Brighton Way Beverly Hills 


HOWARD E. NEVONEN 


General Agent 
WASHINGTON NATIONAL 
INSURANCE COMPANY 
MAdison 6-6774 


1105 Wilshire Blvd. Los Angeles 17 




















N. J. NELSON 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


YOrk 1144 


6336 Wilshire Blvd. Los Angeles 36 


RAY J. HAVERT, C. L. U. 
General Agent 


. INSURANCE COMPANY 


Boston, Massachusetts 


CARLOS F. SCHUSTER, Brokerage Manager 


TRinity 3421 
510 West 6th St. Los Angeles 14 




















-, INC. Richard M. Grosten Agency 
‘te General Agents 
Irving Orland, Brokerage Mer. 

oe THE MANHATTAN LIFE INSURANCE 
ete: COMPANY OF NEW YORK 
Angeles 14 MIchigan 8228 

215 West Sth St. Los Angeles 13 

BRUCE R. GILBERT 
U. and Associates 
Bruce R. Gilbert, General Agent 
EK PACIFIC MUTUAL LIFE 
j INSURANCE COMPANY 
ARizona 9-3700 BRadshaw 2-1250 
ingeles 36 1072 Gayley Ave. Los Angeles 24 
ICY T. G. Murrell W. L. Murrell 
ngeee MURRELL BROTHERS 
LIFE General Agents 
MUTUAL BENEFIT LIFE INS. CO. 
DUnkirk 8.2121 

s Angeles 600 South Harvard Los Angeles 5 














Union Mutual Life Insurance Co. 


SWETT & CRAWFORD, Pacific Coast Managers 
CYRUS G. SHEPARD, Manager 
Life, Accident & Sickness Department 


Carl Hensenflow, Asst. Mgr. 
John D. Curtin, Group Mgr. 


DUnkirk 1-3211 


3450 Wilshire Blvd. Los Angeles 5 








EDWARD B. BATES 
General Agent 
CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
William H. Siegmund Robert H. Goldsmith 
Assistant General Agents 
Eugene E. mee —e Supervisor 


VAndike 6151 
Suite 701, 609 So. Grand Ave. Los Angeles 17 





a | A 








XUM_ 


33 








34 NATIONAL LIFE CONVENTION DAILY. AUGUST 28 1998 


Working with Trust Men 


(CONTINUED FROM PAGE 16) 
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are very happy to have them do. Are life underwriters association?” 
you taking full advantage of these replies were 96 yes and 44 no, Whig} comn 


facilities? shows that a large percentage of oy, He 











contribution. constantly coming into our banks and No. 3: “Do you or your associates trust men not only attend your [if 
Having been both a life underwriter making use of our facilities, which we belong to or attend the meetings of the underwriters meetings, but are, also F frien 





——___’ 








and a general agent and, now, a trust 
officer, I have played on both sides of 
the line and can honestly say to you, 
without fear of contradiction, that we 
do have a service to render, each to 
the other. 

As my assignment here today, I am 
going to give you a definite and factual 
answer to the question, “What are banks 
doing to cooperate with life under- 
writers and how are they promoting 
estate planning together?” 

In order to determine a true answer 
to this question, I sent out a question- 
naire to leading trust men located in 
every state in the union. A total of 
140 replies were received to 10 ques- 
tions and I would like to give you the 
benefit of these replies. 

The first question: “Do you run study 
classes or estate planning clinics for the 
benefit of life underwriters?” The re- 
plies indicated that 23 did run clinics 
and 117 did not. However, many trust 
departments are now considering this 
activity and, no doubt, soon will put on 
estate planning clinics. They do pro- 
vide speakers for local life under- 
writers associations and agency meet- 
ings on various estate planning subjects. 

Here is an area where there is much 
room for cooperation and exchange of 
ideas. Perhaps, jointly sponsored meet- 
ings might be an effective device, and 
where banks have not seen fit to lead 
the way, certainly you could take over 
and do so. 

Question No. 2: “Do you permit life 
underwriters to use your directors room, 



































conference room and library?” The f hi 
anowers he were 117 ad the affirm- Four past presidents of N.A.L.U. who are on hand for the annual meeting; J. Stanley Edwards, Aetna Life, Denver, pe 
ative and 23 who answered no. These Charles Cleeton, Occidental of California, Los Angeles; Philip B. Hobbs, Equitable Society, Chicago; and C. Vivian Anderson, 
answers show that life underwriters are Provident Mutual, Cincinnati. : 
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have 
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General Agents XY 
MUTUAL BENEFIT LIFE 
FROM THE NEW YORK INSURANCE COMPANY si 
GENERAL AGENTS AND MANAGERS eee 
: ife 
VAnderbilt 6-0200 estate 
ation 
HAROLD S. SCHLESINGER, C.L.U. W. L. PERRIN & SON, INC. IRVING S. BOBER, C.L.U. sl 
General Agent General Agents and Underwriters Gener al Agent = : 
COLUMBIAN NATIONAL CONTINENTAL ASSURANCE NEW ENGLAND MUTUAL LIFE 
LIFE INSURANCE COMPANY COMPANY _ INSURANCE COMPANY al 1 
Over 50 Years of Service Perrin Building wie — ree eee i you | 
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33 WEST 42 STREET NEW YORK 36, N. Y. 75 MAIDEN LANE ~NEW YORK 38,N. Y. BERNARD J. LYTTLE, C.L.U., Dist. Mer. a 
PEnnsylvania 6-1922 “A Friendly Office” 250 Fulton Ave., Hempstead, N. Y. HE 1-3000 large 
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WILLIAM A. ARNOLD, I! DAVID T. HERSCH THE JAMES G. RANN ie 
General Agent General Agent ORGANIZATION basis 
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jate members and active on ‘ 
ssacate Agent Cooperation 


Here is a fertile field for your mem- 
bership chairman to build up prompt 

ing membership, as well as good 
friends and allies. 

No. 4: “Will your trust officers make 
; joint call with life underwriters?” The 
replies totalled 135 yes and 5 no, which 
shows the willingness of trust men to 
make calls with life underwriters when- 
ever they are so requested. This, in 
itself, is productive of much business 


for both of us. 


Mail For Life Agents 


No. 5: “Do you have life under- 
writers on your mailing list?” In 
answer to this question, 127 said yes 
and 13 no, showing that life under- 
writers over the country are receiving 
hooklets and direct mail pieces which 
the trust men think interesting and 
beneficial. They attempt to keep you 

on current trust, insurance, 
pension, tax and estate matters. They 
will also make available extra copies for 
your customers and policyholders. 

Wouldn't it be a good idea if you, in 
turn, would keep us informed about 
life insurance changes, etc? 

No. 6: “What do you think of the 
life insurance and trust council or estate 
planning council movement?” Answers 
to this question, naturally, had some 
comments: 120 said they thought the 
idea excellent, 20 said they did not 
know too much about it, as there was 
no council in their particular com- 
munity. 

At this point, I would like to pay 
tribute to my very good friend, Paul H. 
Conway, C.L.U., of Syracuse, chairman 
of your committee on relations with 
trust officers, and the other members 
of his committee. They have done an 
excellent job throughout the years in 
fostering a closer and better relationship 
between our two groups. They also 
have done much to promote the life 
insurance and trust council movement. 
They work very closely with a similar 
committee of the American Bankers 
Assn. on relations with life underwriters, 
now headed by Thoburn Mills of the 
National City Bank of this city. I am 
happy to say the work of these two com- 
mittees is producing marvelous results. 

You, perhaps, remember in the 
March issue of Life Association News 
Mr. Mills’ excellent article on the 
subject, “Life Underwriter—Trustman 
Team” in which he stated there are 65 
life insurance and trust councils, or 
estate planning councils, in active oper- 
ation at this time. Many more are in 
the preliminary stage and will be or- 
ganized in the near future. 


Cooperation Urged 


I cannot urge you too strongly when 
you get back home, if you do not have 
a council, to work with the trust men in 
your community to see if you have a 
large enough group to organize one. 

me cities feel they do not have 
enough potential members in one com- 
munity and they organize on a sectional 
basis or on a statewide basis. This sug- 
gestion I pass along to you, for I know 
the many benefits to be derived from 
this type of council activity, both from 
the personal relation viewpoint and 

, IN an educational way. You can 
get a handbook from your association 


in Blood Program 
Invited Nationally 


Philip B. Hobbs, Equitable Society, 
Chicago, reported as chairman of the 
committee on national affairs that the 
committee has continued to maintain 
a close contact with various govern- 
ment agencies that have indicated an 
interest in enlisting the services of 
N.A.L.U. in furthering nation-wide 
projects of public interest. 

Mr. Hobbs and Wilfrid E. Jones, 
N.A.L.U., director of public relations, 
held several conferences with repre- 
sentatives of the office of defense 
mobilization aiming toward the cooper- 
ation and participation of N.A.L.U. 
leaders all over the country in the 
ODM community forum program to 
create a better understanding of the 
part of the American people in the 
defense mobilization program of the 
federal government. However, this pro- 
gram was abandoned with the change 
in administrations. 

The ODM has indicated that it will 
welcome the cooperation of agents in 
its newly developed national blood 
program and the committee has been 
invited to meet with representatives of 
the ODM to discuss how N.A.LU. 
members might most effectively cooper- 
ate in the program to obtain blood for 
the armed forces and for civilians in 
stricken areas. 








headquarters telling you how to organ- 
ize such a council. 

Question No. 7: “Have you actual 
cases where you helped the life under- 
writer close business?” The answers 
were 126 yes and 14 no, showing that 
trust men actually are insurance minded 
and help the life underwriter secure and 
close business when the need arises. We 
particularly stress to the life under- 
writer the importance of the will or 
will-review approach, which has proven 
most remunerative. 

We definitely believe that since a 
man spends a lifetime accumulating an 
estate, he certainly should spend a few 
minutes, or a few hours, planning its 
distribution, so that his wishes might 
be carried out for the best benefits of 
his family. He should have his attorney 
prepare his will and keep it up to date. 

We also want you to know our serv- 
ices are not for millionaires alone, as 
some believe, but that we handle any 
size estate where we feel we can be 
helpful. Our fees are fixed by the laws 
of most states. They are the same for 
the bank as an individual executor or 
trustee would be entitled to receive. 
However, in addition, the bank offers 
permanence, is never sick, never dies, 
never on vacation. It offers continuity 
of management, experience, economy of 
operation, financial responsibility, and 
group judgment, which no individual 
could possibly possess. We give more 
than lip service, we give actual service 
to the underwriter and, even more im- 
portant, to our joint customers. 

We also work to keep life insurance 
in force. We are constantly congratulat- 
ing you who receive the national quality 
awards for persistency. 

There is an old axiom in selling, 
which says there is no power like third- 
party influence. That means if a third, 
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FOUR ANSWERS ‘oe 


THE AMBITIOUS LIFE UNDERWRITER 


¥ QUALITY COMPANY... 


A purely mutual company, for many years awarded the high- 


est rating by Alfred M. Best of New York. 


Has a very competitive low cost position with an exceptional- 


ly sound financial standing. 


¢ QUALITY COMPENSATION ... 


_ The value of a general agency franchise depends upon the 
franchise available to the producing agent. Our general 
agent’s contract is designed to pay maximum rates first year 
and renewal to the general agent for new men in training and 
still generous rates for seasoned and successful underwriters. 


¥ QUALITY TRAINING... 


Home Office training schools free to selected career under- 


writers. 


Refresher and advanced schools are conducted on the same 


basis. 


Group and functional group training schools offered periodi- 


cally to the general agent. 


¥ QUALITY TERRITORIES... 


“Top-rated”, mutual life company general agency franchises 
ace not always available. There are certain ambitious under- 
writers who would like to build a quality organization of 


their own. A few such territories are still unclaimed. 
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disinterested party recommends your 
product, your article, or your service in 
a favorable manner, it will help you 
make sales. With this in mind, I am 
convinced, having been both a trust 
man and a life underwriter, that if a 
life underwriter recommends our trust 
services, or the naming of a corporate 
executor or trustee, we will come nearer 
securing this business than would ever 
have been possible had we attempted to 
act alone. Likewise, I have seen many 
instances where the trust officer has 
recommended life insurance and helped 
the life underwriter close business in a 
manner, and with facility, which he 
could not have accomplished had he 
acted alone. 

There are many instances in my own 
institution, and I know of many others 
over the country, where trust men have 
told me they have been working on 
cases for a long time, but the life under- 
writer finally brought the prospect in 
and helped close the case. Some trust 
men say 60% of their new business 
comes from leads furnished by life 
underwriters. Another states, “Life 
underwriters are our greatest source of 
business.” Therefore, the answer to the 
next part of that question: “Have life 
underwriters helped you secure trust 
business?” is obvious. The replies were 
125 yes and 15 no, showing there is 
great cooperation between trust men 
and life underwriters in helping each 
other secure and close business. There 
is no doubt but that life underwriters 
are helping trust men secure new busi- 
ness and we are thankful to you. 

Question No. 8: “Is the relationship 
between life underwriters and trust men 
entirely satisfactory in your city?” 





Three public relations men and a commerce professor: Wilfrid E. Jones of N.A.L.U. headquarters; Donald F. pe 


Institute of Life Insurance; Donald E. Lynch of Mutual Benefit Life; and J. Harry Wood, Washington University, editor of 


the C.L.U. Journal. 








satisfactory, and 19 said satisfactory, 
but could be improved; and 15 stated 
there was very little cooperation. There- 
fore, we do have some work to do in 
some communities to make our co- 


The replies were 106 yes, entirely operative work entirely satisfactory. But 


if we do work together intelligently, 
the effort certainly will pay us 
enormous dividends. 

Question No. 9: “Do you advertise 
life insurance and life underwriters in 
newspapers, etc?” The answers to that 


were yes 73, and no 67. Under the same 
question, I asked, “Do you advertise life 
insurance and life underwriters by direct 
mail?” The replies were 102 yes and 
38 no. This is also done by dividend 
enclosures, statement stuffers and, also, 
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GENERAL AGENTS 
AND 
MANAGERS 





OSBORNE BETHEA 
Manager 
OSBORNE BETHEA and ASSOCIATES 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite 1115 National Newark Bldg. 
Newark 2, N. J. MArket 3-8000 


WILLIAM H. FOREMAN 
Manager, NEW JERSEY AGENCY 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
HOWARD V. KING, Brokerage Manager 


53 Park Place. Newark 2, N. J. 
Telephone: MArket 2-6100 








J. BRUCE MacWHINNEY 


General Agent for New Jersey 


CS Ure a te 
Or Beeven Misecenveare 


9 Clinton St. Newark 


MArket 3-2610 


WOOD and CLUTHE 
General A gents 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 
OF WORCESTER, MASSACHUSETTS 


744 Broad St., Newark 2, N. J., MArket 4-3500 
John W. Wood, C.L.U. Herbert F. Cluthe 


HENRY LEVINE, GENERAL AGENT 
WASHINGTON NATIONAL 
INSURANCE COMPANY 
45 Commerce Street Newark 2, N. J. 

Market 2-7146 














BOWES AND JOSEPH 


General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


1180 Raymond Commerce Bldg. Newark 2, N. J. 


MArket 4-6800 








PHILIP C. BELBER 
General Agent 


CONTINENTAL ASSURANCE 
COMPANY 


NEWARK 2, N. J. 
MArket 2-0354 


744 BROAD ST. 








WILLIAM R. BEARDSLEE AGENCY 
L. E. Groell, Brokerage Manager 

LINCOLN NATIONAL LIFE INS. CO. 

Raymond Commerce Bldg. Newark 2, N. J. 


M Arket 3-2930 
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— 
x al meetings and finance forums. 

There is outside in the lobby, a 
large panel showing a few of the news- 
papet ads and booklets sent out or dis- 
ributed by certain banks wherein they 
recommend and urge the purchase of 
jife insurance. They also attempt to 
puild prestige for the agent. I hope you 
gill look at this display and examine 
some of the literature. 

| have been informed that some 
taaks have television and radio pro- 

They have used life under- 
griters on both and they have been well 
received. 

Good Opportunity 

Here, I believe, is a neat opportunity 
jor life underwriter associations to get 
; most effective free ride in the adver- 
tising campaigns of the local trust de- 

ents—and the results could be 
amazing for both of us. 

My final question was: “Do you act 
4s trustee under insured pension and 

it-sharing plans?” And the answer 
to that was 120 yes and 20 no. Our 
tustee institutions also act as trustees 
under the combination of insured and 
pattially invested plans. 

Here is another area where it is to 
our mutual advantage and—more im- 

t still—for the good of the com- 
munity, that we have a clearer and 
doser understanding of our joint jobs. 

By these questions and answers, you 
will readily see there is a definite activ- 
ity on the part of trust men in this 
country to help promote good will and 
asist life underwriters by cooperating 
with them in their work. 

One trust officer said “I do not be- 
lieve we could stay in business if we did 
not have the friendship of life under- 
writers. We do everything in our power 
to make them feel at home with us in 
our trust department.” 

After receiving the replies to this 
questionnaire from trust men, I thought 
it advisable to contact my life under- 
writer friends and ask them if they had 
any specific cases where trust men had 
recently cooperated with them and, if 
9, to please write and tell me about 
them. 


A Few Letters 


I received many letters, but will be 
able to refer to only a few at this time. 
First, I had a letter from a qualifying 
and life member of the Million Dollar 
Round Table, who states a trust officer 
spent many hours assisting him with a 
pension plan. Many technical details 
were worked out mutually satisfactorily, 
which resulted in a large case with an 
annual premium of $80,000. This same 
agent states that a profit sharing plan 
Was inaugurated, in which funds were 

to purchase retirement income con- 
tracts. This provided, in addition, a 
supet-imposed group plan—all part of 
the results of the trust officer working 
with him and recommending this com- 
plete coverage to his client. 

Ihave a letter from the president of 
‘local C._L.U. chapter, thanking a trust 
officer for his part in their C.L.U. pro- 
fam on estate planning, conducted at 
heir leading civic club. Some trust of- 
ficers are CL.Uss. They do work and 
‘operate with their local C.L.U chap- 
tts. Some letters mentioned and ex- 
pressed thanks for the use of a bank’s 

ectors room for C.L.U. training 

and for the services of trust 


officers, who have served as teachers of 
C.L.U. courses. 

A general agent, who led his com- 
pany last year as the outstanding agency, 
gives full credit to the trust officer who 
assisted him in his recruiting and recom- 
mended to him an agent, who produced 
over $600,000 of business. It becomes 
apparent that banks and trust men co- 
operate, not only in life underwriting, 
but in recruiting, training and selection, 
as well. 

I know of several cases where general 
agents send their potential recruits to a 
trust officer to talk with him about the 
life insurance business and its op- 











Pacific Mutual salutes the Field Under- 





writers of America who have this year 





Two Union Casual aulues belon earned the NATIONAL QUALITY AWARD, 


between sessions of the national council 
at the N.A.L.U. meeting: Oren Pritchard, 
Indianapolis, state law and _ legislation 
committee chairman, and Judd C. Benson, 
Cincinnati, past president of N.A.L.U. 


N.A.L.U.’s great co-operative contribution 


to the continuous betterment of life insur- 








portunities. ance service. 

There was a letter from an agent— 
another million-dollar producer—who 
stated that through the cooperation of 
a trust officer in working out plans for 
the liquidation of a partnership where 
two men were involved, he sold 
$150,000 on each life, with a ‘total 
annual premium of $18,617.50. He 
now anticipates arranging additional 
insurance in a corporate setup of the 
same individuals under which they 
operate another line of business. 

He states that his earnings have sub- 
stantially increased as a result of his 
working with trust officers. Last year 
alone, he closed over a million dollars 
of business by virtue of this joint 
effort. 

I have a letter from the president 
of a state association of life under- 
writers, which expresses appreciation 


Representative of Pacific Mutual’s 





N.Q.A. corps are these outstanding men 
who have qualified for the Award through- 
Out its nine years of functioning as the 


standard of good life insurance service. 





for cooperation of trust men in making PAUL BURT FRED L. HIRSCH CHAS. F. LINDER M. OLIVER NIX 
their state sales congress possible and Atlanta Dallas Oklahoma City Atlanta 
Georgia Texas Oklahoma Georgia 





for the printing of their annual pro- 
gram, which was paid for by a local 
bank. Their breakfast meeting of the 
leaders round table, 206 in number, 
was given by a bank. In addition, lapel 
buttons were distributed and certificates 
were presented by other banks to the 
qualifying members of the round table. 


Grateful to Bank 


Another letter from the president of 
a local life underwriters association ex- 
presses thanks to a bank for the use of 
its directors room and conference room 
for the meetings of the local association 
directors and committees, as well as for 
space provided for the L.U.T.C. training 
course. He also expresses thanks for 
participation in many of their local pro- 
grams where trust men spoke and as- 
sisted in their programs and panel 
discussions. 

A letter from an agent, who has been 
in the business only two years, states he 
brought a prospect to the bank to have 
a will reviewed. In course of analyzing 
the estate, the trust officer pointed out 





LIFE INSURANCE COMPANY 
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TO ALL NALU DELEGATES 


Greetings 
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James C. Van Story, Jr. 

John D. Marsh, C.L.U. 
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James C. J. Ballagh 

T. E. Spencer, C.L.U. 

William J. Mackenzie, Jr. Roy H. Woodside, C.L.U. 

Menard Doswell, III, C.L.U. Col. Daniel I. Moler, Ret. 
David H. Gauntlett 








Caroline Walker 
Charles L. Lutz 

Charles M. Fairchild 
Russell W. Klise, C.L.U. 
Robert P. Gatewood 
Robert D. Coffman 


Estate Planning Service Employee Benefit Plans 
Business Continuation Plans 


122 Marsh Building Executive 3-7343 
WASHINGTON 6, D.C. 
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the amount of cash required for taxes 
and the need for additional insurance. 
This agent sold an $85,000 ordinary life 
policy on an annual basis, he states, 
absolutely by the help, assistance and 
recommendation of the trust officer. 

I have a letter from a life under- 
writer, who states a trust officer made 
two calls with him after a will was 
secured and assisted him in having the 
wife purchase insurance on the life of 
her husband in the amount of $50,000. 
He gives full credit to the assistance 
of the trust officer for securing the 
business. 

Finally, there is a letter from a gen- 
eral agent from which I would like to 
quote. He said: “It always has been my 
opinion that the greatest justification 
for our work has stemmed from our 


— 
ability to prevent the siphoning off, 
wealth from many communities throy 
the impact of taxes at the death of 
principal owner and guiding hand , 
small enterprises. 

“Also, we are fighting to presp, 
what we might call the ‘middle class, 
‘small business’ area in America. |, 
my firm conviction that you trust 
ple and our well informed life unde 
writers are holding the line for % 
American way of life in a manne 
which is not often recognized.” 

In conclusion, I wish to state if y% 
continue to work together and ¢q, 
stantly enlarge the field of our join 
efforts, we will better serve the prea 
American public—and it truly will k 
“cooperation that pays.” 








Planning the Agent's Estate 


(CONTINUED FROM PAGE 14) 





(d) Collaterally assigned commis- 
sions. The general agent who has 
pledged his commissions as security for 
a loan may leave his executor or widow 
an unintended problem because the 
executor or widow may be required to 
pay income tax on the commissions 
which are, in fact, received by the 
creditor in satisfaction of the indebted- 
ness. Where commissions are pledged 
as security for a loan, the estate planner 
should make appropriate provisions for 
satisfying this income tax liability. 

(e) The possibility of converting 
ordinary income into long term capital 
gain through sale of renewal commis- 
sions. Oviously, if a general agent, let 
us say on retirement, could sell his in- 
terest in the general agency and in the 
post-terminal commissions to which he 
was entitled under his agency contract 
and treat the proceeds of that sale on a 
long-term capital gain basis, substantial 
income tax benefits might accrue. 
While I know of no decision or ruling 
on the subject which is determinative, I 
believe that there is a strong indication 
that the nature of the income would not 
be changed by such a sale. 

(f) Valuation of commissions for 
estate tax purposes. As in all other cases 
of valuation, the problem, of course, is 
to determine the fair market value of 
the commissions. That is, the amount 
which a buyer. willing but not obligated 
to buy, would pay to a seller. willing 
but not obligated to sell, the commis- 
sions in question. The determination of 
that amount is complicated by the con- 
tingencies affecting the company’s lia- 
bility to pay the commissions and by the 
fact that relatively few purchases and 
sales of commissions are made. 


Commissions Differ 

It should be noted that the nature 
of the business may have some bearing 
on the value of the commissions. For 
example. commissions in connection 
with a large block of policies, all con- 
tained in two or three large pension 
trusts, would probably have smaller 
value than commissions in connection 
with identical policies all owned by the 
respective insureds themselves because 
of the greater hazard that a substantial 
portion of the policies might go off 
the books by reason of the termination 
of one of the pension trusts. In the 
average case, the internal revenue 


bureau representative is apt to ter 
rather heavily on the valuation place 
on certain commissions by the issuing 
insurance company. Unquestionably, the 
position of the central agent or his 
executor in seeking a low valuation wil 
be enhanced if the insurance company 
can be induced to make a valuation for 
estate tax purposes on a conservative 
basis. 


Business Problems 


2. Problems Arising from the Opera. 
tion of a Business. 

(a) Should the general agent incor. 
porate? By far and away, the best and 
most complete discussion of this sub- 
ject which I have ever seen seen is one 
by Russell O. Bennett, a Chicago attor- 
ney, which he gave at a Million Dollar 
Round Table meeting a year ago. Mr. 
Bennett has let me reproduce his dis- 
cussion for the benefit of persons at- 
tending the General Agents & Managers 
Conference. The general conclusion to 
be drawn from Mr. Bennett’s discussion 
is that there is no short and simple 
answer to the question unless the gen- 
eral agent happens to practice in a 
state which will not license corporations 
as agent or is connected with a com- 
pany which will not give a gener 
agent’s contract to a corporation, in 
either of which cases the answer is 
clearly “no”. In all other situations, each 
general agent will have to make his 
own determination after extended con- 
ferences with his own attorneys and 
accountants. Mr. Bennett’s discussion 
(although prepared over a year ago) 
should be of inestimable value to the 
lawyers for the general agent in their 
preparations for such conferences. 


(b) Problems resulting from ad- 
vances by the general agent to his solic- 
iting agents. In many instances, the 
general agent will have made advances 
either in the forms of loans or on 3 
drawing account basis with respect t 
which income tax deduction was 
claimed by the general agent at the 
time the advance was made to his solic- 
iting agents, which will be recoverable 
in part at least from commissions pay- 
able to the soliciting agents after the 
death of the general agent. In the 
aggregate. the possibility of recovery 
connection with such advances may fep- 
resent a substantial asset of the estate. 
Where the advances were made in such 
form that the general agent took income 
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Carr R. Purser, general agent for the 
Penn Mutual Life at New York, con- 
ducted a lively discussion on the sub- 
‘ect of $500,000 Average per Man” in 
; room-hopping session of the General 
Agents & Managers Conference. The 
wwerage production of the 21 agents in 
the Purser agency today is in excess 
of a half million a year. 

During the informal discussion, 
Mr. Purser stressed the importance of 
the $500,000 average level of produc- 
tion in the operation of a modern suc- 
cessful agency and pointed out that in 
this day of increased costs it is impera- 
tive that the individual agents in the 
large metropolitan areas produce a 
minimum of a half million of business. 

“You have to do more business today 
to meet the rising cost of doing busi- 
ness,” Mr. Purser said. “If we don’t do 
more per man, the agency is on the 
losing end. Since the margin of com- 
missions is the same, while overhead 
factors have increased, if our manpower 
of production doesn’t increase cor- 
respondingly, we run into a los- 
ing proposition. - 

“Proper selection, training and 
supervision will enable a general agent 
to develop and build an agent into a 
half-million dollar producer. It may 
be that million dollar producers are 
born but it is my contention that half- 
million dollar producers are made.” 

Outlining the development of a half- 
million dollar producer, Mr. Purser 
stated that if the average sale is 
increased to approximately $10,000, 
the problem reduces itself to one paid 
case per week in order to achieve 
the goal. 

“As the agent increases his efficiency 
and his production, he also increases 
his earning level and becomes more 
satisfied because he is realizing his 
aspirations. In this picture, the general 
agent also is a happier man because he 
is covering his overhead expenses more 
adequately. This gives him leeway for 
the spending of more money for pro- 
motion and sales helps for his men. 

“As the agent becomes established 








tax deductions at the time they were 
made, provision should, of course, be 
made for the income taxes payable in 
connection with the recovery of such 
advances. 

(c) Problems arising from the termi- 
nable nature of the general agent’s 
franchise. Normally, the contract of 
general agency will provide that it will 
terminate on the death of the general 
agent. Even where there is not such a 
Provision in the contract, there is prob- 
ably another provision authorizing the 
company to terminate the contract at 
ay time after giving notice as pro- 
vided in the contract. Because of this 
circumstance, the general agent is faced 
with somewhat the same problems that 
face the proprietor of an automobile 
agency. They should not be overlooked 
in the planning process. Sometimes it 
Is possible to salvage some of the good 
will and other values created by the 
general agent in the operation of his 
agency through arrangements entered 
‘ato with the insurance company while 
the general agent is still alive and active 
in the business. 


Agency Needs $500,000 
Average Output, Purser Says 


on a business-like basis, selling an aver- 
age of 50 cases a year for a half-million 
and more of production, he is virtually 
supervising himself. This makes the 
operation a two-way street in which the 
agent achieves success and the agency, 
in turn, can render more effective serv- 
ice to help the agent to achieve even 
greater success. Then, too, the general 
agent can devote more time to the 
sales promotion aspect and also can 
devote more time to the training and 
supervision of new potential half-mil- 
lion dollar producers.” 


107 Calls Per Month 


Mr. Purser revealed that during the 
first six months of 1953, operating in 
the metropolitan New York area, out 
of a total of 10,000 calls made by the 
men in his organization, the average 
totaled 107 calls per man per month, 
63 interviews, 26 completed sales talks 
and a paid volume of $46,124 on five 
life insurance lives. The record of his 
leading $2-million-a-year producer was 
excluded from these figures. 

Discussing how to gauge the poten- 
tials of new men and know they will 
develop into half-million dollar men, 
Mr. Purser emphasized that selection 
has become more important than ever 
before in the present tight, competitive 
market and it is vitally important to 
achieve a minimum of error in selection. 

“In trying to find the individual who 
will produce more than the average,” 
Mr. Purser asserted, “present selection 
results indicate that all prospective 
agents who do not grade well in the 
tests should be eliminated. This will 
prevent lost time, waste motion, lost 
effort and the money often lost in 
‘false starts’ with borderline applicants. 
The efficiency of present-day aptitude 
tests takes away a great deal of the 
element of guess work for us.” 

Asked how to raise the sights and 
increase the stature of men who aver- 
age a quarter-million so that they will 
double their production and reach the 
half-million objective, Mr. Purser 
replied that it was not so much a ques- 
tion of raising sights but a matter of 
economic common sense. 

“Current budgets force a man to 
raise his sights because he can’t survive 
without a level of income above a 
quarter-million production,” he stated. 
“Economic pressure automatically 
forces a man to increase his earning 
power if he is going to succeed in 
our business. 


Follows a Pattern 


“In our agency we try to put busi- 
ness procedures into practice and follow 
a definite pattern. We use set and well- 
established methods and utilize the 
usual routine tools for building mar- 
kets, listing prospects, direct mail, etc. 
Our agents also study a correspond- 
ence course. 

“Our men realize the value of keep- 
ing records of their field activities at 
all times. These are like the monthly 
statements of a business firm and give 
the agent a sense of business organiza- 
tion. Men who keep records, it has 
been shown, produce three times as 
much business as those who don’t. 
These systematic weekly reports offer 
an opportunity to find strength and 


7 NEW PRACTICAL 
WORKING AIDS 


designed to help the insurance 


underwriter 


service current 


business and develop profitable 
new sources. 
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UNDERSTANDING 
FEDERAL INCOME, 


Estate and Gift Taxes 


By George Byron Gordon and 
James C. Wriggins 


The Director of Advanced Un- 
derwriter Services and_ the 
Administrator of Employee 
Benefit Plans of the Mutual 
Benefit Life Insurance Com- 
pany of Newark, New Jersey, 
collaborated with the American 
College of Life Underwriters in 
preparing this comprehensive 
manual. It is the suggested text 
for use in C. L. U. Courses, 
emphasizes the tax application 
to insurance and annuity. In 
addition it is an invaluable 
manual for the insurance man 
who must understand the im- 
pact of these taxes to better 
serve his clients. $7.50 


YOU, YOUR HEIRS 
AND YOUR ESTATE 


By George Byron Gordon 

Shows how every individual 
can develop a sound plan to 
build his estate, create security 
for his family and heirs. He 
explains how taxes can be 
minimized, the comparative 
advantages of gifts versus in- 
heritance, handling property 
and investments to build up 
as well as distribute an estate. 
In this valuable manual the 
underwriter will find many 
practical suggestions for mak- 
ing a limited estate go further 
through a planned program of 
insurance and annuities. $7.50 


Executive Pay Plans 
By W. J. Casey and J. K. Lasser 


Second in large edition of a 
widely successful work detail- 
ing new techniques developed 
by major companies to reward 
executives through insurance 
and annuity plans—stock op- 
tions— deferred pay and pen- 
sion arrangements — family 
maintenance and other execu- 
tive benefits. How executives 
can be aided to build capital 
and an estate, provide family 
security—while receiving in- 
centives to stay and perform 
on the job—is shown in a de- 
tailed summary of workable 
and economical plan. $12.50 


PAY CONTRACTS 
WITH KEY MEN 


188 Company Pay Plans, 
Agreements, Clauses 


W. J. Casey and V.H. Rothschild 


For the first time brings to- 
gether actual copies of new 
plans, contracts and clauses 
used to attract, stimulate and 
reward executive talent by 
large and small companies in 
different industries. $12.50 


[5 


in la nn hina in Nin hy nh tol 


TAX SHELTER 





FOR THE FAMILY 


By W. J. Casey and J. K. Lasser 


Shows how to minimize inco 


me 


tax impact on the family, 


maximize available cash 
family partnerships, 


by 


family 


corporations, trusts, gifts, 


foundations, 
annuity. 


TAX SHELTER 
IN BUSINESS 


insurance and 


$12.50 


By W. J. Casey and J. K. Lasser 
The professional advisor will 
find TAX SHELTER IN BUSI- 
NESS a gold mine of informa- 


tion. Here you'll find all 


the 


necessary information to prop- 
erly advise clients on how to 
buy and sell businesses today 


to the best advantage tax-w 


ise. 


The insurance executive will 
find the chapter on ‘“‘Business 
Use of Insurance” alone weil 


worth the cost of the Stu 


dy. 


$12.50 


TAX SHELTERED 
INVESTMENTS 


By W. J. Casey and J. K. Lasser 


A comprehensive guide to 


the 


investment of individual and 


corporate funds to get the I 


vest 


yield net of taxes in 15 major 


fields, from oil to governm 


ent 


bonds. Analyzes investments 
with tax appeal—stocks show- 
ing tax free dividends—opera- 
tions in tax exempt bonds — 


special forms of investm 


ent 


like oil, cattle, citrus groves, 
timber—the special tax posi- 


tion of investments in real 
estate, insurance, annuities. 
$12.50 


MAIL COUPON TOD 


Business Reports, In 
Roslyn, N. Y. 
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BUSINESS REPORTS. INC. 
DEPT, NU-2, ROSLYN, N. Y. 


Please send me the Manual(s) 
checked for free examination. I 
understand that I can return the 
Manual(s) within 10 days without 
obligation, or remit payment, plus 
shipping charges, for any I wish to 
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© SAVE SHIPPING CHARGES. 
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balance... 
the great stabilizer 





The gyroscope 

gives balance to motion. 
Tradition, product and management 
give balance to a 
life insurance company. 
Fidelity is 
a well-balanced company. 
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weakness 


and make the _ necessary 


adjustments in their field activities. 
Through these reports and our constant 
study, an agent increases his knowledge 
as he overcomes his faults. This keeps 
the man from going stale and becoming 


ineffectual. 


Like men on a football 


team, if they keep learning they won't 
go stale. We try to help our men to 
work more effectively by keeping them 
moving, improving and interested.” 


Discussing what length of time was 


considered a fair test for a new man 
to prove his capacity, Mr. Purser stated 
that his agency gives a six to eight 
weeks training course and waits longer 
than usual for results. This basic 
groundwork, he feels, pays dividends. 





Increased P. R. 
Activity Urged 
by Committee 


While any public relations program 


must necessarily be a long range one 
there are some very definite benefits 
that are accruing currently both on an 
institutional basis and in those areas 
where the local association has an ag- 
gressive public relations committee, the 
N.A.L.U. committee on public informa- 
tion stated in its report. Chairman is 
William D. Davidson, Equitable So- 
ciety, Chicago. 


“While the work being done in 


many localities is producing fine results, 


it 


is unfortunate that in other areas 


associations are not taking full advan- 
tage of che excellent material and other 
forms of help that are made available 
to them,” the report continued. “There 
is such a tremendous influence that this 
activity can have, both immediate and 
long range, that this committee strongly 
recommends the appointment of a 
public relations chairman in every local 
association. Such a person could do a 
most effective job and the results them- 
selves will be far reaching.” 


The report said that the major part 


of the committee’s program this year 
has been developed by working with 
the Institute of Life Insurance on these 


projects: 


The institute’s advertising 


campaign which the committee was 
given an opportunity of reviewing and 
making suggestions as to the reactions 
of field men to the new campaign; dis- 
tribution and promotion of the use of 
a portfolio made available by the insti- 
tute to help local associations set up 
speakers’ bureaus and provide speakers 
for local, professional and community 


groups; 


a new brochure on how to 


build better public relations for local 
associations, which was developed in 
cooperation with the institute; a public 
relations booklet for agents entitled 
The Most Respected Man In Town; 
life insurance window displays made 
available by the institute, including 
kits to be released this fall to supple- 
ment the five displays now available 
and in circulation; promotion of the 
use of the institute’s motion-picture 
and film strips; life insurance education 


in 


the schools; the institute radio 


broadcast, The Search That Never Ends: 
the use of local newspaper advertis- 
ing by local associations; and promo- 


tion of insurance education. 


Room-Hopping 
Session for Agent 
Still Considered 


The suggestion that an all-day ro, 
hopping session just for agents be ha) 
during N.A.L.U. meetings was mel 
tioned in the report on the commita 
of agents, headed by A. Jack Nussbayp 
Massachusetts Mutual, Milwaukee, 7, 
report stated that it is the chairmay, 
opinion that if enough agent membe, 
are interested in this and other proje 
outlined in the report they will } 
carried out. 

The report reviewed some of t& 
topics discussed at the agents’ fony 
held during the mid-year meeting ¢ 
N.A.L.U. in April. Those mentioned jy 
the report are the formation of ad. 
tional councils of field underwriters jy 
local associations to act as liaison cop, 
mittees between the local membership 
and the officers and board of directos 
of the local association: the licensig 
of school teachers to sell insurance dy. 
ing summer vacations, on which it ws 
the forum’s consensus that this practic 
is not in the best interest of either th 
public or the institution of life insy. 
ance; the advisability of NALU; 
making some statement of policy on th 
association’s stand on the question of 
wholly vested renewals; and the way in 
which the forum brought out that there 
is no conflict between the various 
segments that make up N.ALU. br 
rather, “we are all striving to improve 
ourselves and assist each other to d 
the best possible job for the public 
we serve.” 

It was agreed at the forum that each 
local association be asked to be tep 
resented by an agent member at every 
agents’ forum so that he could bring 
up “for discussion any problem that is 
on his mind or that he has been in. 
structed to bring before this body.” If 
this idea is carried out, it is believed 
that a better understanding will bk 
reached by all concerned, the repor 
stated. 





Elaborate Hotel Plans 
Made for Cleveland Meet 


There was considerable advance 
planning in alloting the 2,000 hotel 
rooms occupied by those attending the 
Cleveland N.A.L.U. meeting. 

The Cleveland Convention Trade 
Show Bureau, which had responsibility 
for this detail, obtained blocks of rooms 
from the various downtown hotel 
Housing applications then were fur 
nished prospective delegates through 
association publications. After listing 
hotel preference, as well as type % 
room, the delegate sent the forms 
the bureau’s housing division, the la 
ter filing them in the order received 

There was an unusually heavy de 
mand for single rooms, and the bloc 
reserved at the Statler, headquartets 
hotel, was sold out well in advance of 
the meeting. 





Yeoman for Continental Amer. 

The Continental American Life home 
office emissarv at the N.A.L.U. sessioas 
is Patrick H. Yeoman, superintendent 
of agencies. 
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, 
out of the nominating committee’s 
| eight-man slate were elected: 

William D. Davidson, Equitable 
Society, Chicago. 

John C. Donohue, Penn Mutual, 
Baltimore. 

Elsie S. Doyle, Union Central, Cin- 
cinnati. 

Theodore M. Green, Massachusetts 
Mutual, Oklahoma City. 

M. W. Peterson, Lincoln National, 
Charlotte, N. C. 

Howard C. Ries, Equitable Society, 
Everett, Wash. 

C. L. O’Quinn, Aetna Life, Laurel, 
Miss. (one year). 


O’Quinn for One Year 


All the trustees were elected to the 
vsual two-year term except Mr. 
OQuinn, who was elected for one year 
to fill our the unexpired term of Mr. 
Walker, who was elected vice-president. 
Messrs. Davidson and Peterson were 
reelected. 

At the time of the balloting for 
the officers of the association, the ball- 
room was crowded, there was an air 
of excitement and restlessness in the 
room and a great deal of moving about 
going from one location to another, 
holding impromptu meetings and hast- 
ily arranged discussions. While the 
votes were being counted, there was a 
loud hum of conversation throughout 
the room. The balconies were full and 
friends were calling to each other, send- 
ing messages back and forth and shift- 
ing their seating locations. 

It was a hot day, and many removed 
their coats. There was much coming 
and going and the room was at times 
crowded and again there were plenty 
of seats. The passing out and collect- 
ing of ballots was time-consuming and 
at some stages added to the confusion. 
At certain times the meeting appeared 
to be out of control and out of order, 
but President Fluegelman proved able 
to bring it into line again whenever he 
became determined to do so. 

After the balloting on the trustees 
and nominating committee, the coun- 
cil meeting was recessed and the gath- 
eting was reconvened at the convention 
business session. 


Suggests Secret Ballot 


Harry J. Syphus, Beneficial Life, Salt 
Lake City, submitted his report as 
chairman of the committee on by-laws. 
Harry Phillips offered a motion that a 
secret ballot be taken in connection 
with voting on the changes in the 
by-laws, but the motion was defeated. 
All of the proposed amendments recom- 
mended by the council were adopted. 

Speaking in a serious tone, Mr. 
Fluegelman said that there had been a 
meeting of the board of trustees to 
teconsider the location for the N.A.L.U. 
headquarters building. He said that the 
tetiring board felt that it was not pos- 
sible for it to give the necessary time 
to a reconsideration of the choice of 
a headquarters site and that it would 
therefore become the responsibility 
of the incoming board. 

Then he went on to tell about the 
New York state association's desire to 
include companies in its membership 












and said the board of trustees had 
decided to deny to the New York state 
association the right to include com- 
panies as members and that the board 
felt the matter should be given further 
consideration. He said that even though 
the board had expressed sympathy for 
the problems of the New York associa- 
tion, nevertheless the board’s feeling 
was that the matter could not be solved 
properly in the manner desired by the 
New York state association. 

Saying that perhaps the time had 
come for him to sing his swan song as 
president, Mr. Fluegelman spoke with 
noticeable feeling about the experience 
he had had as N.A.L.U. president. He 
expressed profound admiration for the 
time and the trouble that the board of 
trustee members had taken in carrying 
on the work of the organization, having 
on occasions spent the entire night in 
sessions devoted to the solution of the 
problems of the association. 


Applaud Board 


“You should be very proud of the 
fine quality of your board,” he said. 
He said that there were a number of 
situations during the past year in which 
there were honest differences of opinion, 
there were times that issues were de- 
bated hotly, and that while the board 
may have made some mistakes of judg- 
ment, at all times their sincerity and 
integrity could never at any time have 
been in question. Everyone present gave 
him a standing round of applause when 
he finished speaking. 

Henry Stout, John Hancock, Day- 
ton, O., reporting as chairman of the 
resolutions committee, offered a num- 
ber of resolutions all of which were 
adopted. Upon reconvening the gather- 
ing as the council meeting, the report 
of the elections committee was heard. 


Unselfish Views 


In presenting the resolutions to ad- 
journ, Judd C. Benson, Union Central, 
Cincinnati, said that certain events had 
occurred at this convention which had 
resulted in a number of association 
members demonstrating that they place 
the affairs of the association above 
their own interests. 

Following the unanimous election 
of Mr. Gilmore as president, the retir- 
ing president, David B. Fluegelman, 
announced that because of the unusual 
circumstances surrounding this year’s 
election for president, Mr. Gilmore 
would be escorted to the rostrum not 
by a past president but by John D. 
Marsh, the vice-president. 

The unusual circumstances referred 
to by Mr. Fluegelman were Mr. Marsh’s 
refusal to permit himself to be nomin- 
ated from the floor after the nominat- 
ing committee had picked Mr. Gilmore 
for the presidential nominee even 
though custom would have ordinarily 
called for Mr. Marsh’s advancement to 
the top post. This was a tribute to 
Mr. Marsh’s placing of association 
harmony above his own interests and 
it drew prolonged applause from 
the gathering. 

In his acceptance speech, Mr. Gil- 
more said he was reading his talk 
because when he has an important sale 
to make he lists on a card the key 
points he wants to cover so as to be 














We extend sincere congratulations 
and appreciation to these members 
of our sales organization who have 
demonstrated their ability to meet the 
high standards of excellence estab- 
lished by the National Quality Award. 


1953 


Quality Award Winners 


John T. Bernert, 
C.L.U. 

James H. Brown, 
C.L.U. 

“Robert R. Burtner 

Hallie V. Busby 

Leroy D. Eiffler 

Harry F. Elder 

Francis M. 
Esmonde 

D. Paul Fansler 

Owen L. Followell 

*Earl F. Goodrich 

Marc F. Goodrich, 
C.L.U. 


Lloyd W. Hummel 
Clifford Knowler 
Howard M. Koepke 
*Henry W. 
Krumwiede 

Joseph A. LaSala 
*Carl Lutz 
John A. McBain 
Dennis J. J. McGee 


Dale Moore 


*W. L. Mosgrove 
Pat Muldoon 
*Edgar P. Nispel 
*Gordon G. Norvell 
*Jay Overholser 


Earl E. Parminter 
Frank E. Roehl 
*John S. Spencer 
Hillar J. Smith 
“Russell E. Snygg 
Carlos E. Stebbins 
“Charles M. Stewart 
Glen M. Stewart 
Raymond L. Stover 
*Fortune A. Sullo 
Lindsey L. Vance 
Arthur M. Victor 
Glenn F. Waugh 
Albert A. Wistert 


*Indicates those who have qualified for five years or more 


Bankers Life 
2223255" Of Nebraska 














CONGRATULATIONS 
To The N.A.L.U. 


We of the Philadelphia Life look 
forward to another year of association 


with this outstanding group. 


ee Lire 
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Joseph E. Boottner, C.L.U. 
‘Agency Vice President 
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sure there is no misunderstanding in 
the prospect’s mind and “this is the 
most important sale of my life.” 

Said Mr. Gilmore: 

“It is with a very deep sense of 
gratitude and humility that I accept 
the presidency of the National Assn. 
of Life Underwriters. I pledge to you 
that you shall have the very best of 
my ability. I shall give you of all of 
my energies. I shall expend all the 
honesty there is in my heart. 


“In accepting the large responsibility 
you have given me, I am mindful of 
the warmhearted generosity of one of 
our members. This man that I am 
speaking of rose to heights of ennoble- 
ment few of us are privileged to wit- 
ness. He has labored long and well 
for N.A.L.U. over the years. He has 
won our respect, our friendship, 
our admiration. 


“When controversy developed, as it 
often does in relation to human beings, 
this man conducted himself with dig- 
nity and decency. He stated his posi- 
tion honestly, fairly, and accurately. I 
admire him for it. As the crisis of 





Left: Three of the ladies who graced the trustees’ luncheon Saturday; Eunice Bush, Mutual Life, Baton Rouge, N.A.LU, 


trustee; Minna Hensley, Franklin Life, Salina, Kan., chairman of the women underwriters committee; and 


Mary LaBella 


Manhattan Life, Los Angeles, retiring chairman of the Women’s Quarter Million Dollar Round Table. At right: A_ trustee 


and two of her friends: 


Elsie Doyle, Union Central, Cincinnati, flanked by Emma 


Chattanooga, and Laura Benham, Niagara Falls. N. Y. 


McConnell (left), Volunteer State Life, 











disagreement deepened, he was in a 
position to carry his conviction of what 
he believed to be right to the floor 





HERE COME THE 


BLUE 
DEVILS 


Yes, ready and willing to help 
you earn those BIG Washington 
National Commission checks is that 
swashbuckling, hard-working organi- 
zation of BLUE DEVILS. 


A well-trained staff of 60 salaried 
Home Office Group specialists 
located throughout the country in 
22 Group offices are available at 
all times for consultation and aid 
to our General Agencies in solicit- 
ing, selling, and servicing teacher 
and industrial group plans. 



























If you have not already done 
so, why not write or cali Kenneth 
Mullins, Vice President, and find 
out how the BLUE DEVILS can 
mean BIG COMMISSIONS to you. 


Attractive General Agency 
Territory Available 
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of this convention. Instead, he sub- 
limated his own personal ambitions . . . 

“This man brought harmony where 
there could have been disunity, he 
brought unity where there could have 
been disunity and dissension, he brought 
good fellowship, where there was sure 
to be rancor. I say to you there is in 
our midst a very great gentleman who 
has given us all a lesson in cooperation, 
in statesmanship and courage. He is 
John D. Marsh.” 

At this there was prolonged applause. 

Mr. Gilmore continued: 

“I ask all of you to join with me 
in the job that lies ahead. I ask you 
to help me in the discharge of my 
responsibility. I cannot do this job 
that you have commanded me to do 
without your full cooperation, without 
your help, without your support. I ask 
you to cast aside any disappointments 
you may have. I ask you to suppress 
your personal feelings, and work with 
me in the enormous task ahead. We 
came here several days ago with a 
number of very large problems facing 
us. It is a tribute to you and to your 
leaders that one by one these knotty 
problems have been solved. This has 
come about in the orderly democratic 
way, in the only way that you and I 
will permit it to come about in this 
land of ours — the American way. 


Praises Fluegelman 
“I salute you for your part in meet- 
ing our problems squarely and solving 
them sensibly, I salute Dave Fluegel- 
man for his brilliant leadership of your 
convention. He has been a truly great 
president in a succession of great 


presidents.” 
There was a vigorous round of 
applause at this tribute to Mr. 
Fluegelman. 


In opening the voting on Robert L. 
Walker, Peninsular Life, Orlando, the 
uncontested candidate for vice-presi- 
dent, President Fluegelman added the 
letters “C.L.U.” after Mr. Walker's 
name and then said he was very glad 
to add those initials because it was 
just the previous evening that Mr. 
Walker had received his C.L.U. desig- 
nation at the conferment dinner. 

Mr. Walker was elected by acclama- 
tion, as was Osborne Bethea, renomin- 
ated for treasurer. Mr. Bethea is man- 
ager of Prudential at Newark. 

Coming to the first post for which 





there was a contest, that of secretary 
President Fluegelman said that second. 
ing speeches would be limited to a 
total of five minutes. 

The first seconding speaking for 
Stanley C. Collins, agent of Metropoli- 
tan Life in Buffalo, N. Y., and retiring 
as a trustee of N.A.L.U., was Chan 
Coles, past president of the Buffalo 
association and an ordinary agent of 
Northwestern Mutual since 1933. He 
emphasized the achievements which for 
20 years have stood to the credit of 
Mr. Collins record at the local, state, 
and national levels. He said that dur. 
ing that time he had a chance to 
observe closely Mr. Collins’ achieve. 
ments in life underwriters affairs at 
their level. 

“In his efforts in furthering both the 
N.A.L.U. and the L.U,T,C, movements, 
he has held every chair in the local 
and state associations,’ he said. “He 
was the first debit agent to be presi- 
dent of the Buffalo association and 
state association. His unflagging and 
selfless efforts have brought him to 
the portal of one of the greatest honors 
that can be conferred upon a field agent. 
His zeal is such that he contributes 
regardless of personal sacrifice.” 


For the Debit Agent 

Mr. Coles said Mr. Collins has 
worked both for the interest of the 
debit man and the ordinary agent. He 
said it was time that the voice of the 
debit agent in national affairs should 
be heard in N.A.L.U. affairs. 

The next seconder, an ordinary 
agent of John Hancock, Peoria, Ill, 
stressed the importance of having not 
only competent but energetic combina- 
tion agents as members of local asso- 
ciations. He said election of Stan Col- 
lins, a debit agent, as secretary is ev 
dence that a qualified debit man can 
be elected as a national officer. 

Stan Silver, a combination agent of 
John Hancock in Connecticut, barely 
got started when he was cut off by 
the bell. 

The first seconder of Harty J. 
Syphus, Beneficial Life, Salt Lake City, 
was Carl Bechtel, president of the 
Utah association. 

Next was Charles E. Cleeton, Occ 
dental of California, Los Angeles, past 
president of N.A.L.U., who has been 
serving for the last four years on 
board with Harry Syphus. He said that 
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ye considers Mr. Syphus one of the 
conscientious, devoted men it had 
wet been his pleasure to know. He 
gid that Mr. Syphus has headed many 
the most important committees of 
NALU., such as the by-laws commit: 
we during the past years. The yeas 
before, he handled the membership 
ittee and carried the association 
in to an all-time high in membership. 
is a properly seasoned man 
tp go to the office of secretary, having 
een elected to the term and re-elected,” 
he said. “He is a hard worker, a devoted 
grant Of N.A.L.U. and has been in 
the business for 29 years, first as a 
debit agent, then as an ordinary agent, 
and now as a general agent. 

“Ir is our feeling that Harry Syphus 
knows the problems of all three seg- 
ments of this great business of ours. 
He has great platform ability and has 
traveled all over the country to address 
sales congresses.” 

Next seconder for Mr. Syphus was 
Herbert A. Hedges, Equitable of Iowa, 
Kansas City, past president of N.A.L.U. 
He pointed out that if Mr. Syphus were 
not elected, it was entirely possible that 
the entire area west of Chicago, com- 
prising more than one-third of mem- 
beship of N.A.L.U., would not have 
had any representation at all on 
the board. 

“I give you the real light of the west- 
em stars, Harry Syphus, for your next 
secretary!” he concluded. 

Cut off by the bell before he had 
gotten really started, Mr. Syphus’ next 
seconder was Grant Taggart, California- 
Western States Life, Cowley, Wyo., past 
president of N.A.L.U. 

For the sales-minded conventioneers, 
the outstanding attractions at the third 
convention session Friday were the talk 
by N. Baxter Maddox, vice-president 
and trust officer of the First National 
Bank of Atlanta, and the Million Dollar 
Round Table hour, which brought out 
some of the high spots of the recent 
annual meeting of the M.D.R.T. at 
White Sulphur Springs. 

The other speaker on the program 
was Nathaniel Leverone, chairman of 
the Automatic Canteen Co. of Chicago, 
who talked on “This Freedom of Ours.” 
Presiding at this session was N.A.L.U. 
vice-president John D. Marsh, who is 
general agent of Lincoln National Life 
at Washington, D. C. 

The M.D.R.T. hour ended with a 
panel, “Grass Roots Selling,” a question- 
answer discussion of some of the meth- 
ods used by outstanding producers. The 
panel consisted of members of the 
executive committee and past chairmen 
of the M.D.R.T. It followed roughly 
the same pattern as the panel that con- 
cluded the M.D.R.T. meeting at White 
Sulphur Springs. 

The previous day, with Laura M. 
Benham, Prudential, Niagara Falls, and 
Lillian L. Joseph, Home Life of New 
York as co-chairmen, there was a joint 
luncheon of the committee of women 
underwriters and the Women’s Quarter 
Million Dollar Round Table. The fea- 
ture was a production entitled “Fun 
In Finance.” 

Later in the afternoon the national 
council assembled to elect new officers 
and trustees. Following this there was 
a business session of the full convention 
to decide on the important questions 
Posed in the reports of the by-laws and 
the resolutions committees. 


XUM. 


That evening more than 40 com- 
panies entertained at dinners. 


Following the final general conven- 
tion session Friday morning, there is 
scheduled the annual fellowship lunch- 
eon, where Immediate Past President 
Charles E. Cleeton, Occidental of Cali- 
fornia, Los Angeles, will present the 
new officers, trustees and past national 
presidents of N.A.L.U., the officers of 
the Cleveland association and the chair- 
men of the 1953 convention committees. 


The newly elected president will 
make his inaugural address and after 
that Judd C. Benson, Union Central, 
Cincinnati, past president of N.A.L.U., 
and chairman of the John Newton Rus- 
sell memorial award committee will 
present the award for 1953 to the per- 
son adjudged to have rendered the most 
distinguished service to the institution 
of life insurance. 


The luncheon will conclude with a 
benediction by Lester O. Schriver, Aetna 
Life, Peoria, Ill, past president of 
N.A.L.U. 


Later in the afternoon and on Satur- 
day the new board of trustees will meet 
to map out the program for the 1953- 
1954 administrative year. 


N. Y. LEADERS STICK TO GUNS 


(CONTINUED FROM PAGE 3) 





sibility that it might involve expulsion 
by the N.A.L.U. board of trustees. 


“It would be their action, not ours,” 
said one of the New York leaders. 


The state association reaffirmed on 
Thursday its belief that the logical im- 
plications of the board’s action are to 
prohibit all sustaining memberships. 
This stand was set forth in detail in 
the second convention daily of THE 
NATIONAL UNDEWRITER. 


The basic consideration, it was said 
at the press conference Thursday, is 
that it is self-evident that problems of 
legislation, litigation, and education on 
a state level are the exclusive province 
of a state association and as a practical 
matter can only be handled by a state 
association. 


New York's next step, it was indi- 
cated, will be to report to the general 
committee of the state association, which 
is its governing body, so that the matter 
may be pursued further. 


Asked what courses are open, the 


New York people said the only course 
open to them appeared to be to “carry 
out the directives of our constitution,” 
unless the association’s delegate body— 
which adopted them unanimously — 
should decide to alter them by amending 
the constitution again. 


The New York state association is 
unusual among state associations in sev- 
eral ways. Particularly important is that 
it has to deal with the New York legis- 
lature and insurance department con- 
cerning many of New York’s strict and 
detailed insurance regulatory laws. These 
laws affect not only New York opera- 
tions but to a very large extent regulate 
the activities of what all New York 
licensed companies do wherever they 
operate, and indirectly have a competi- 
tive bearing even on the operations of 
companies not licensed in the state. 





Roy Foan Is on Deck 

Roy A. Foan, vice-president and 
director of agencies, came on to repre- 
sent the home office of Union Casualty 
& Life at the N.A.L.U. meeting. 
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Simplifying Programming 


(CONLINU&£D FROM PAGE 12) 





highly important and signiticant, me 
summary itself is sumpier than even the 
interview. Lvery One of my policynoia- 
ers receives a very expensive binder 
which costs about 20 cents, and it is 
distributed by my company. This is 
a high class cardboard binder. 

ine only thing | don’t have on the 
binder, which 1 wish I had, is the 
assured’s signature imprinted in gold. 
I have a gold pencil that can be plugged 
into an electric socket and which en- 
abies me to copy his signature on tissue 
trom the application that 1 keep in my 
file. 1 put down the golf leaf, put the 
tissue Over it and imprint his signature 
with the gold pencil. 

1 now go to him and say, “John Q. 
Prospect, here is your summary. Do you 
recognize this?” He says, “By gosh, 
that is my signature. Where did you 
get at? 1 say, “Well, I have ways of 
getting your signature. This belongs 
to you. Here inside is the program.” 

Everything is contained on one sheet. 
We have the policy information, all his 
policies, dates of issue, types, etc., and, 
in very simple layman's language the 
settlement option of the policies. It 


may De twO pages iM the poiicy, Dut 
that doesnt interest Me. it is OMe line 
on this sneet. We then summarize how 
much cash a wite will receive, now 
much may be lett at interest, withdraw- 
able option, how much income every 
month untul the children are grown, 
educational reserve, money every month 
after that, etc. And then we show ap- 
proximate cash values at 60 and 05, and 
retirement income benefits, as well as 
a premium calendar. 

Now, what does that simplicity 
mean? it means to me in my experience, 
a man can understand it, he knows what 
he has. He will refer to it himselt. He 
will bring it home to his wife because 
it is easy for him to explain. And 
frankly, I have not found any one else 
who has pilfered or lifted this program 
and gone into something more elaborate. 
Conversely, 1 have seen dozens of very 
elaborate programs showing 10-year 
values, showing a repetition of the set- 
tlement option from the policies which 
the insured cannot understand, but 
which make an excellent target for an- 
other life insurance man to come in 
and explain because the policyholder 
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It’s Easy to Attract 
and Train New Agents 
In Half The Time 












.- WITH LAFAYETTE’S 


“SLIDE RULE”’ 


| ANNUITY BUILDER 


... Says H. P. Means, prominent general agent, South Bend, Indiana. 
You, too, can benefit greatly with Lafayette Life’s modern sales tools. 
The “slide rule” annuity builder, for example, is so easy to use that 


anyone can catch on in a few minutes. No out-moded rate books to 


fumble through; every figure is available instantly. This gives agents 
the needed confidence and makes sales easier. The sales-talk “prompter” 


(attractive, fully-illustrated 20-page 


book) is another valuable tool 


which assures the new agent that he will cover a// essential points in 
logical order... helps both old and 
new agents sell prospects with con- 





4 Lafayette 


LIFE INSURANCE COMP 


LAFAYETTE, INDIANA 


vincing visual aids. Investigate to- 
day. It will pay you to learn more 
about Lafayette Life and the valu- 
able tools it has to offer. Write in 
confidence to M. V. Goken, Director 
of Agencies... 
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Inquiries invited from Indiana, Ohio, Missouri, ame! 
Towa, Nebraska, Michigan, Illinois, Tennessee, Virginia, and adjacent states. 





aoesn’t understand it himself. 

There are two reasons in my opinion 
in my opinion why we should keep this 
simple; one is so that the policyholder 
himself will understand it and appreci- 
ate it, and the other is that we be 
released for more programming work. 
One agent told me he was becoming 
bogged down in his programming work. 
Let me show you what I do.” And he 
did! He had a leather-bound volume ot 
about 40 pages, not estate planning, if 
you will, but programming. I asked 
him if it was estate planning. He said 
no, it was programming. Forty pages. 
Five pages of narration before he even 
got into a policy breakdown. He is 


ae 
bogging down by his own admission 
We cannot get secretaries com 
enough to do that of their own , 
consequently we have to do it, and j Eat 
we take our time to do that one, We ap 
being of disservice to five other — 
who cannot receive our talents sg to} 09 life 
speak because we have to confine o,} 
work. 

This simple programming gives the 5 
assured an adequate accurate pictur 
and releases us to move on to the 
person. Any time they want to hay 
more information I tell them to call me 
on the phone and I will give it to the 
the same day, but in the meanwhile this : 
is simple and it does the job. 
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Traveling Leadership Training 
Schools Urged by Committee 


Leadership training schools for new 
officers of local associations are much 
more likely to be well attended if held 
in each local association’s city rather 
than in just one city in a state, accord- 
ing to the report of the committee on 
associations, of which Robert L. Walker, 
Peninsula Life, Orlando, Fla, is 
chairman. 

“Thirty-one state associations report 
schools scheduled in one city, which 
infers that new officers from each local 
must travel to the school if they are 
to benefit from it,” the report points 
out. “Those who have participated in 
training schools will know that many 
locals fail to send their newly elected 
officers to the training school. 

“By contrast two states, New York 
and Nebraska, report schools held with- 
in each local association, which would 
mean that the outgoing local officers 
in each case undertake the training of 
those newly elected. Again three states 
report holding schools at more than 
one city: Idaho (2), Indiana (4), and 
Pennsylvania (5). From these multiple 
schools in some of the best and largest 
state associations, it must be inferred 
that there is considerable advantage in 
taking the training to the area as nearly 
as possible, rather than depending on 
school attendance at one central point.” 


36 Schools Planned 


A total of 36 training schools is 
reported as definitely planned while 
eight states had made no report. 

The experience with branch associa- 
tions in Boston, New York City, Pitts- 
burgh and San Francisco indicates, 
according to the report, that the large 
city associations can materially expand 
their influence and service by forming 
such branches. 

“Such a step is in keeping with the 
trend of agencies to move into suburban 
areas. Such a step makes membership 
more attractive to the combinations 
company agent whose major activities 
are located outside the business area 
of the city. It is, therefore, the recom- 
mendation of this committee that the 
larger associations give serious con- 
sideration to the tremendous possibili- 
ties for expanding their influence 
through the branch idea.” 

The report stressed the value of 
prestige-building activities in civic 
affairs, mentioning specifically the 
“Hartford plan” for training community 
chest workers. Copies of the plan were 
distributed at the leadership train- 
ing schools. 





“Many association leaders have com. 
mented on the need for some means 
of impressing the new member with 
the responsibilities and obligations 
assumed in affiliating with the associa. 
tion,” said the report. “In response tp 
this need, the committee takes pleasure 
in announcing that an induction cere. 
mony for new members has been pre. 
pared and distributed to all associations” 


N.A.L.U. Now Has 
598 Local Units, 
Gilmore Reports 


Reporting as N.A.L.U. secretary, 
Robert C. Gilmore, Jr., Mutual Bene. 
fit Life, Bridgeport, Conn., said the 
N.A.L.U. closed its fiscal year June 30 
with 598 local associations as against 
583 a year earlier. 

Twenty-four new associations were 
organized and three associations ap 
plied for reinstatement. The new a 
sociations are Alaska; Albermarle 
N. C.; Cedartown, Ga.; Cleveland, 
Tenn.; Danbury, Conn.; Frederick, Md; 
Fredericksburg, Va.; Lafayette, La; 
Lakes Region (Laconia, N. H.); Mid 
land, Mich; Monadnock Region 
(Keane, N. H.); Morgantown, N. C; 
Newnan, Ga.; Northeast Georgia 
(Toccoa); Northeast Mississippi 
(Tupelo); Red Wing, Minn.; Ridge 
(Avon Park, Fla.); Rochester, Minn; 
Rockingham (Harrisonburg. Va); 
Santa Fe, N. M.; South Central (New 
Albany, Ind.); Southern Kansas 
(Winfield); Tri-City (Pasco, Wash.); 
Tulare-Kings County (Visalia, Cal.). 

The reorganized associations apply 
ing for reinstatement are Somerset, Ky, 
Thomaston, Ga., and Zanesville, O. | and 29¢ 

Twelve associations permitted theit | to busin 
charters to lapse: Black Hills (Rapid |____ 
City, S. D.); Columbus Couny 
(Whiteville, N. C.); Forrest Cig, 
Atk.; Glens Falls, N. Y.; Lowell, Mass; 
Newberry, S. C.; Paris, Ky.; Phillis 
County (Helena, Ark.); Suwanee 
River Valley (Lake City, Fla.); Sweet 
water, Tex.; Sylacauga, Ala.; 
ton, Mass. 
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Two from Pilot Life ; 


Attending the convention _sessid 
from the Pilot Life home office 1 
Robert W. Donaldson, assistant mae 
ager of agencies, and Fred A. Thoms 
superintendent of agencies. 
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“louis Sketches M.D. R.T. Man 


(CONTINUED FROM PAGE 8) 





—— 

09 life per year bracket. ts 
fnough of these personal statistics; 
5 go oN tO activities and association 

wok. This first figure will be, I 

relieve, somewhat significant. Approxi- 

mauely 40° of those replying to the 
vestionnaire state that _they had 
yorked in their local association, first 
committee chairmen, secondly as 
board chairmen and thirdly as officers 

_tight across the board. Less than 

10% of those replying admitted that 
they had been active in state association 
work or National association work, so 
spparently most of our members want 
do their association activities close 
home. We might be subject to some 
censure on this score. 

Now, regarding community activi- 
ties, 50% of those replying to the 
questionnaire indicated that they had 
hen active in administrating or fund 
nising activities in religious causes in 
1953, 70% in charitable activities and 
interestingly enough, only 25% in 
political activities. Apparently, most of 
our members want to confine their 
political conniving to local association 
politics. Now, here is a significant 
figure: Nearly 60% of our membership 
contributed up to $2,000 per year to 
charity with the median contribution 
for the whole group of repliers falling 
with the group of over $1,000 and 
under $2,000. 

In the past several years, I have been 

ative in various fund raising activities 

for various causes in my own city and 
in an effort to tap new sources of con- 
ibution, have tackled various profes- 
sonal groups. Without mentioning 
names of professions, you'd be amazed 
athow much greater this figure is than 
the average contribution we discovered 
from several other professions. The 
stock answer was that their contribu- 
tions were in services. In my opinion, 
the leaders in the life insurance busi- 
ness contribute to their communities 
not only generously of their service, 
but of their money as well. That the 
wetage Million Dollar Round Table 
member recognizes you’ve got to spend 
money to make it is evidenced by the 
tact that 80°% of those replying reported 
that they employed a full time secre- 
ary, and 50% of these paid all the 

costs and approximately another 40% 

part of the costs of this secretary. An- 

other interesting figure was the fact 
that, of those replying, between 20°% 
and 29% of their income was allocated 

to business expense in 1952. 

















The American Colleges dean and his 





sssistant: Davis Gregg and Robert Wal- 
ast0rd in the Statler lobby. 








On work habits, a discouraging note 
was that approximately 70% worked 
on Saturday and the average number 
of hours worked per week was nearly 
50. If this will serve as any consola- 
tion, the median number of weeks off 
for vacations was four to six. The aver- 
age number of evening calls per week 
per member was, now hear this,. now 
hear this — less than one. I don’t want 
to rush over this figure hurriedly; this 
figure is not meant to copy, for mind 
you, these men are successes. This is 
merely a goal for you younger fellows 
to shoot at so that when you become 
successful, you can spend your eve- 
nings in civic activities, with your 
family, in doing things for your church 
and your favorite charities, or, if you 
prefer, at gin mills or at baseball games. 

Gentlemen, here’s a significant figure 
for you general practitioners who try to 
make a buck here and there on what- 
ever you can and end up as quarter 
million dollar producers. The median 











A. M. SONNABEND 


President 


income from general insurance was less 
than $1,000 per year per member. There 
are notable exceptions to this rule and 
some of the outstanding members of 
our organization write general insur- 
ance, but my personal observation would 


independent as a hog in the mud, inde- 
pendent of his company, of his general 
agent, placing business here and there 
depending on the highest commission 
he can get. The survey showed that 
about 80% of our members placed in 








LOngbeach 1-6000 





of the 
Pittsburgh associa- 
tion are: Ross S. 
Edgar, executive sec- 
retary; Edward M. 
Aiken, Equitable 
Society, national 
committeeman, and 
Donald C. Black- 
wood, National 
Life of Vermont, 
president. 


Leaders 








be that if you want to be a million 
dollar producer, let the general insur- 
ance to the general insurance boys. 
This is the age of specialization— 
specialize, boys. 

A great many of you think that the 
average million dollar producer is as 


aR Ene nnn 
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The Beautiful NEW Swimming Pool... 





for the enjoyment of guests of the 


EDGEWATER BEACH HOTEL 


HEADQUARTERS OF THE WORLD FOR INSURANCE CONVENTIONS 
CHICAGO 40, ILLINOIS 





Vice Pres. and General Manager 
H. J. LA FRANERE, Director of Sales 
TELETYPE CG 2378 





excess of 80% of their business through 
their major company affiliation. 

Now, is it worth while being a 
mililon dollar producer? Despite the 
fact that he only earned between $2,000 
and $3,000 his first year in cash in the 
life insurance business, the median 
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million dollar producer last year earned 
approximately $30,000. He lives in a 
house worth between $35,000 and 
$39,000. Life insurance owned by the 
median member is between $100,000 
and $125,000. I doubt if the top men 
in any profession under 50 years of 
age could match the stature of the 
average million dollar producer at this 
stage of the game of life. 

Now that you've seen what the 
average million dollar producer is, the 
thought must be going around in your 
mind, how can I become a million dol- 
lar producer? What do I have to do to 
get in the big leagues of the life insur- 
ance industry? Let’s look at that one. 

Initially, one of the most disillusion- 
ing things about attending a round 
table meeting is that the people you 
meet aren’t so terrific, aren’t so excit- 
ing, they're just plain average fellows. 
Bob Waddell, a former Carnegie Tech 
coach and a great figure in the life 
insurance business in Pittsburgh, at- 
tended his first Million Dollar Round 
Table meeting at the Greenbrier. In 
the middle of the meeting he came 
up to me and said, “You know, Bill, 
these guys aren’t so hot. A great number 
of them I wouldn’t even hire in my 
own agency.” When the meeting was 
over, he wrote me and said that he 
had to take back his initial impression. 


While most of the members of the 
Round Table were pretty average, he 
admitted they had a tremendous desire 
for leadership, a thirst for knowledge 
and a desire for improving their tech- 
nique, all of which added up to lift 
them above the maddening throng. 

Let me relate to you another personal 
experience. Early in 1942, just after 
achieving my life membership in the 
Million Dollar Round Table, I was 
called into service and I hired Ralph 
Love to run my agency in Cincinnati. 
During that year, he knocked off a 
lucky case with a volume of somewhere 
around $400,000 as I recall it and I 
began to get on his back about the 
value of membership in the Million 
Dollar Round Table. Let me quote from 
his letter received early in 1943 just 
at the end of the Million Dollar Round 
Table qualification period: “You can 
relax on the Million Dollar Round 
Table business because all it calls for is 
a long stretch drive and I have seldom 
sprained an ankle in that stage of the 
game. I represented myself as a $300,000 
producer to you and to Vincent when 
we first discussed my taking over your 
agency. As I recall it, I chopped off 
$100,000 of that during my first five 
minutes of the interview so I am a little 
abashed about this Round Table busi- 
ness. I might say at this point that 
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the future of our 
agents. 


* 





in the knowledge that our 
agents reputation for sound- 
ness and integrity has earned 
Volunteer a respected spot 
among life insurance com- 
panies, and resolved to build 
that reputation even more. 





The Volunteen State Lire 


INSURANCE COMPANY 


Chattanooga 





insurance selling seems to me to be 
largely a matter of mental attitude. The 
average fellow will do just about what 
he thinks he will do. I have tried to 
think of myself as a small producer but 
you have outsold me, much to my credit. 
Let me repeat the punch line of a man 
who never did over $400,000 a year 
until he qualified for the Round Table: 
Insurance is largely a matter of mental 
attitude. The average fellow will do 
just what he thinks he will do.” 

Let me tell you another story about 
Joe O'Conner from Los Angeles, lead- 
ing producer last year for Penn Mutual. 


resign from the school. Well, when 40 * 
year was completed, I had wrin,pducel | 
approximately $750,000. The  genespptores 
agent wrote me, saying, I don't qat®. 
what you do about the school ag Io,ppt } 
as you continue to produce as you app, 
Incidentally, I am still working for yf. ™ 
country schools.” duding 

He built that production up frog}? 
1948 on a part-time basis to $2 milling of 
in 1951 while still retaining the wos}! 
as full time school superintendent i 
McFarland. Chester told me at th 
year’s Round Table meeting that , 











thought he might do a better job fy 











At the trustees’ luncheon Saturday: Louis J. Grayson, Travelers, Washington, 
D. C., president of the District of Columbia association and chairman N.ALU. 
veterans affairs committee; Mrs. Eleanor Dowling, assistant to the manager director 
of N.A.L.U.; Henry S. Stout, John Hancock, Dayton, O., N.A.L.U. trustee; and Gerard 
S. Brown, Penn Mutual, Chicago, chairman of the N.A.L.U. law and legislation 


committee. 
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Joe sold $200,000 his first year in the 
business and three years later he in- 
creased his production to $250,000. 
About that time he talked to some 
members of the Million Dollar Round 
Table and, as he puts it, he found that 
they had two legs and two arms. He 
decided that he was going to be one of 
them. A general agent friend of his 
had this resolution published in his 
agency bulletin. Joe thereupon quali- 
fied for the first time and has done it 
since. His goals are now, and I quote 
from his comments, which he dare not 
fall below: ‘I will write not less than 
$100,000 of paid business each month 
on five or more lives.’ A formula as 
simple as that has lifted up a fellow 
who didn’t do over a quarter of a 
million his first four years in the busi- 
ness to be leading producer of a great 
company like Penn Mutual. 

This year for the first time I had 
the privilege of meeting a young man 
named Chester Ashford of Pacific Mu- 
tual in McFarland, Cal. I had heard of 
the success of this man who last year 
had written $2 million in a town of 
$2,500 people and led Pacific Mutual. 
so wrote him and asked him about 
his success. Here’s his story: 

“When I was approached on the sub- 
ject of entering the life insurance busi- 
ness by a Pacific Mutual field man, I 
told him I was interested in selling only 
before and after school hours. He told 
me this was a job for a full time sales- 
man, not a part-time man. I promised 
him and the general agent that I would 
try it for one year and at the end of 
that year I'd give them my answer; 
I'd either resign from the company or 
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his clients if he had all day long in 
life insurance instead of just after 4 
o'clock in the afternoon, so from this 
June on he’s going to devote his full 
time to the life insurance business. 

In the August 14th issue of THE 
NATIONAL UNDERWRITER, there is 2 
great article on Bernie Lewis, the lead- 
ing producer for the past two years in 
the great Prudential. You should real 
the story. Last year he paid for 91 cases }1o inter 
every one prepaid for a total offor meet 
$1,591,000. Here’s a story of a lad who]units o 
didn’t know any better, wrote a million | commer 
his first year in the business and led | commit 
Prudential, and has done the same eat | mission 
year since. The example for accomplish | man Ai 
ing the impossible had been set for}ALA. t 
him by Jerry Tracy, a former F. B.L} vention 
agent in New York City who in his} the con 
first year in the life insurance busines | Maddox 
four years ago wrote a million, let} Nation: 
Prudential and got his life membership | preside: 
in three years in the Round Table aod | Americ 
is now manager in New York City fot}the con 
that company. The 

What are these fellows doing tht | with th 
you can’t do? What have they got thit | Americ, 
you haven’t got? Nothing. Nothitf | engaed 
except they’re using what they have g0 Jour the 
with regularity, with conviction ; 
with enthusiasm. They're of, 
They're dedicated men. They set 4 
for themselves and let nothing intertet 
with the hewing to the line on 
success course. 

How can you be a million doll 
producer? You can be one by wantilg 
to be one and you won't have to 
yourself in the process either. In ol 
agency the million dollar producers # 
just as healthy and they'll live jus # 
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long as the quarter million dollar pro- 





baer Wier and just incidentally, in the 
0. Th Wtlttag acess, they seem to be a lot happier, 
i 4 Bene eve living a lot better and do a lot 
ye a ar eter job for the industry, their com- 


Ww their community, their family and 
ae on Pe incidentally, themselves. In con- 
IN for th ding, I should like to make this one 
: nal obeservation. I am in my 22nd 
ape vy! frtg a of selling life insurance. I wrote 
a Ae $120,000 my first year and it took me 
eritender fern years to make the Million Dollar 
d me at th 






years I have grown or developed, it is 
especially the Million Dollar Round 
Table and my work on its executive 
committee that has been chiefly respon- 
sible. The Million Dollar Round Table 
is the greatest source of upgrading and 
the greatest organization for personal 
development in the life insurance busi- 
ness today. For the rest of my life I 
shall be indebted to the Million Dollar 
Round Table and for what it has done 
for me. 
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The committee on relations with 
uher organizations stated in its report 
shat it is “very gratified at the growing 
imterest in the practice of developing 
igstitutional meetings where members 
of our business are appearing with 
representatives of other professional 
groups on public platforms. 

The committee is headed by Win- 
son Emerick, New England Mutual, 
Johnstown, Pa. 

“Commenting on meetings of this 
ype that have been sponsored by local 
and state associations the report con- 
timed: “We urge that our program 
chairmen study these carefully with a 
view to promoting similar meetings in 
their own communities. If state or local 
ysociations are interested in inviting 
, Washington, 2 national figure of one of these pro- 
man N.ALU|{esional groups to address such a meet- 
inager director|ing, we shall be glad to endeavor to 
ee; and Gerard |help them through our contacts with 
ind legislation} nese national organizations.” 

—— =] The report mentioned a confer- 

day long injence that Mr. Emerick and Wilfrid E. 
just after 4} Jones, N.A.L.U. director of public rela- 
so from this}tions, held with executive officers of 
evote his full|the American Institute of Accountants, 
Dusiness. and expressed the hope that “we have 
ssue of TuEfestablished a cordial relationship which 
R, there is afwill prove of lasting benefit to the 
wis, the lead-|membership of both organizations.” 
two years it} One of the major accomplishments 
| should read | reached with the A.ILA. was to arrange 
| for 91 cases, jt interchange speakers at meetings of 

a tot of meetings arranged by local and state 
of a lad whoJunits of each association. The report 
rote a million /ommended the N.A.L.U. program 
ness and 10} committee for persuading the U.S. com- 
he same each missioner of internal revenue, T. Cole- 
r accomplish: }mn Andrews, a past president of the 
been set for} ALA. to appear on the Cleveland con- 
mer F. B. 1} vention program and also congratulated 
who in his} the committee for inviting N. Baxter 
ance busines | Maddox, vice-president of the First 
million, tt National Bank of Atlanta and now 
membership | president of the trust division of the 
id Table and }Ametican Bankers Assn., to address 
‘ork City fot |the convention. 


The committee is working closely 
with the public relations council of the 
American Bankers Assn., which is 
engaged in a research project to bring 
out the importance of cooperation in 
banking on the regional, state and local 
levels with other business and profes- 
‘ional groups. 
ln cooperation with the public rela- 
tons manager of the National Board 
‘Ilion dollt | Fite Underwriters, who is also vice- 
by wantig | an of the National Assn. of 
have to kill | “euit Men, Mr. Emerick’s committee 
$s working to build a closer relationship 
nd understanding with that organiza- 
Hon and hopes that this fall there will 
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With Others at Public Events 


be set up an arrangement for inter- 
change of speakers before meetings of 
the two groups. Other professional 
groups with which the committee will 
endeavor to build closer understanding 
are the National Assn. of Casualty and 
Surety Agents, National Assn. of Insur- 
ance Agents, National Assn. of Insur- 
ance Brokers and National Assn. of 
Mutual Casualty Companies. 


Georgia Only State to 
Enact Qualification 
Statute in 1953 


The committee on state law and 
legislation noted “with disappointment” 
in its report that Georgia was the only 
state this year to enact a qualification 
and license law covering life agents, 
although the committee expressed the 
hope that Alabama and Delaware would 
follow suit. Both the Georgia and 
Alabama bills are based substantially 
on the N.A.L.U. model bill. The Georgia 
law includes A. & H. 

Oren D. Pritchard, Union Central, 
Indianapolis, is chairman of this com- 
mittee. Robert R. Reno, Jr., Equitable 
Society, Chicago, is vice-chairman. 

The report called attention to the 
fact that about half the states still do 
not require an examination as a prere- 
quisite for the issuance of a license. 

“We are hopeful that continued 
determined efforts will be made in 
those states, in particular to attain the! 
enactment of the N.A.L.U. model bill,” 
the report said. It also reviewed the 


request made at the mid-year meeting 
that each member of the state law and 
legislation committee who has been 
concerned with this type of legislation 
give to the committee’s headquarters 
aide, Carlyle M. Dunaway, N.A.L.U. 
general counsel, as detailed a report as 
possible on the problems faced by him 
or his association: in trying to get the 
legislation enacted. 

“We feel that such information may 
prove to be very helpful in smoothing 
the way toward the passage of these 
laws in other states and, as we have 
said before, in indicating the possible 
need for revision of the N.A.L.U. model 
bill and the form any such revision 
should take,” the report observed. 

The report included a detailed sum- 
mary of legislation of N.A.L.U. interest 
enacted or proposed at the 44 1953 
legislative sessions. 





Bearing the standard of Manhattan 
Life at the NAALU. annual are 
Thomas E. Lovejoy, Jr., president, and 
H. O. Seale, Jr., agency vice-president. 








Congratulati ons 


To the members of the National Asso- 
ciation of}:Life Underwriters, on the 


occasion of their Sixty-fourth Annual 


Convention, for their 


effective efforts in advancing the stan- 


dards and scope of life insurance sales 


and service. 


HOUITABLE 
Life Insurance Company 
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Founded in 1867 in Des Moines 


continuing and 
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Constitution Life Insurance 
Company 


Agency opportunities in 
































CALIFORNIA OREGON WASHINGTON 
ARIZONA  —s NEVADA UTAH 
IDAHO COLORADO NEW MEXICO 
INDIANA MICHIGAN MONTANA 
WYOMING OKLAHOMA 
NEBRASKA TEXAS 


TERRITORY OF HAWAII 


Featuring 
e LIFE INSURANCE 


and 


e DISABILITY INSURANCE 


Modern, streamlined policies with lots of 
sales meee and liberal agency contracts with 
non-forfeitable renewals. 


Please communicate with us if you are in- 
terested in making more money in the insur- 
ance business. 
Write 
FRANK J. HOGAN, President 
or 
GALE R. STILLWELL, Vice Pres. and Dir. of Agencies 


Constitution Life Insurance Company 


434 SOUTH VERMONT AVE., LOS ANGELES 5, CALIFORNIA 










































The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent's and general agent's 
contracts to those looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 
juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts 
with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, 
medical and nurse benefits. 

@ Complete substandard facilities. 

@ Educational program for field man. 


Strong, Progressive Company 


Older than 85% of all legal reserve life 
insurance companies. 


COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 
and Wisconsin, 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 
CG ASHBROOK, EXECUTIVE VICE PRESIDENT 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 














Would Share Costs with Bar 
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which have been, and are constantly 
being, established in a large number 
of cities. We are gratified to learn that 
the recent tendency, particularly evi- 
dent over the past few years, to admit 
lawyers to membership in these coun- 
cils seems to be continuing. While we 
recognize and fully agree with the 
policy of N.A.L.U. and the trust divi- 
sion of the American Bankers Assn. 
merely to give guidance and advice to 
local groups who have established, or 
who are interested in establishing, these 
councils, and to leave such questions as 
the composition of the membership 
thereof to be determined solely at the 
local level, we should, nevertheless, like 
to recommend once again that both our 
own association and the trust division 
of the American Bankers Assn. adopt 
a more positive attitude toward encour- 
aging the inclusion of lawyers in the 
membership of these councils or, at 
the very least, their more active partici- 
pation in the activities of the councils. 

A meeting of the Conference of 
Lawyers and Life Insurance Companies 
was held in May in Washington, D. C. 
at which these matters were discussed: 

1. A proposed article for publica- 
tion in the C.L.U. Journal and various 
bar association publications suggesting 
various guideposts to be observed by 





agents to enable them to steer cley, 
unauthorized practice of law. This ¢, 
is being revised and when fin 
approved by the A.B.A. and Ajj 
and LILA. will probably be publig 
in either the December, 1953, or Feb. 
ary, 1954, issue of the C.LU, Jo 
after which it will be made ayajis 
to N.A.L.U. for publication jg 1; 
Association News. 

2. A complaint lodged againg 
Zanesville, O., lawyer, for alles 
activities in diverting sales of | 
insurance from one agency to anoty 
This is being investigated to determi 
whether enough evidence exists to yy 
rant referring the case to the hy, 
bar association for possible discipi;, 
ary action. 

3. The dissemination of legal infy. 
mation by home office counsel and ty 
extent to which such information m 
properly be used by agents in they 
business. The conference has agree 
on a statement of principles on thi 
question which when approved by ty 
governing bodies of the A.B.A, AL 
and L.A. will be made public. "Nee 
less to say, we recommend that th 
statement then be brought to the atten 
tion of the entire N.A.L.U. membe. 
ship, preferably through the mediug 
of Life Association News.” 
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Plan to Improve Liaison 
with Trust Men Delayed 


The committee on relations with trust 
officers, headed by Paul H. Conway, 
John Hancock, Syracuse, in its report 
at the N.A.L.U. meeting recalled that 
at the mid-year meeting in April it 
had expressed the hope that by fall a 
further step might be completed to 
“better our mutual channels of com- 
munications between trust men and 
ourselves.” 

Some further attention has been 
given to this project but the committee 
believes that the changes now taking 
place at national headquarters are 
throwing an additional temporary load 
on the organization and therefore “your 
committee has come to the conclusion 
that this endeavor should be temporarily 
tabled. However, the idea of organiz- 
ing a plan for sending out an informal 
mimeographed bulletin three or four 
times during the winter season of the 
year, when councils are active, again 
will receive attention’ when circum- 
stances seem appropriate.” 

“It appears” the committee stated, 
“that some progress has been made in 
creating a better understanding of and 
specifications for membership quali- 


fications in councils generally. Y 
committee and others interested in 
development of this work feel that 
a while there was some evidence of 1 
narrow a basis for selection and qui; 
fication of members of councils. | 
always has been the attitude and poly 
of the National association and of thi 
committee that there should be r 
able standards employed for selecti 
of new members. However, too 

a selection results in unpleasant repe 
cussions, just as does a lack of a te 
sonably affirmative policy conce 
reasonable restriction. We again uf 
a sound middle course. Then those 
become members are quite likely ' 
continue, and make a real contributii 
toward developing sound programs a4 
a useful organization. 

“Throughout the year we have « 
tinued to handle many interesting ® 
quiries. Fortunately, there have 
only a few problems, which were 
erally of very minor significance. | 

There are 66 life insurance a mt 
councils or estate planning cou 
more or less actively prosecuting im 
esting programs in their areas, aco™ 
ing to the report. Of this group, ™ 
new organizations have become 
this year. 
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~ *Noncancellable for the "period for which the 


Many Sickness and Accident contracts are 


NONCANCELLABLE* 


but only a few are 


Guaranteed Renewable 


and UNION MUTUAL leads the few!!! 








LONG TERM — Issued to Age 50 — Renewable to 60 Limit 


Ist, 31st, 6lst or 91st Day Accident — Payable for 10 Years each Claim or Life $ 

31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years , 

Policy is Non-Cancellable — Non-House-Confining — Non-Aggregate 

Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver Monthly Indemnity, 
of Premium after 90 Days of Total Disability Medical Required 


INTERMEDIATE or Short Term — Issued to Age 55 — Renewable to 65 , Limit 


Ist, 4th, 8th, 15th or 3lst Day Accident —— Payable for 2 Years, 5 Years, each $400 


Claim or Life 
4th, 8th, 15th or 31st Day Sickness — Each Claim Payable up to 1 or 2 Years 

Monthly Indemnity, 
Medical Required 


Policy is Non-House-Confining — Non-Cancellable — Non-Aggregate 
Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver 
of Premium after 90 Days of Total Disability ; Above $200 
ACCIDENT ONLY — Issued to Age 59 — Renewable to 70 (One-half Limite 
Benefit if Injured after 65) $ 
Ist, 4th, 8th, 15th or 3lst Day Accident for 2 Years, 5 Years, each Claim or Life > 400 
Up to $40,000 Accidental Death Benefit 
Monthly Indemnity, 
; No Medical 





$500 — Blanket Accident Medical Expense 
Up to $200 per Month Additional for 3 Months — for Travel Accident 


OPTIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 


Days each Claim) 


Up to $300 — Surgical Schedule 

Up to $40,000 Accidental Death Benefit 

$500 — Blanket Accident Medical Expense 

Up to $200 per Month Additional for 3 Months — for Travel Accident 


Union Mutual 


LIFE INSURANCE COMPANY 
Home Office PORTLAND, MAIRE 


Rolland E. Irish, President 


Kenneth L. Anderson, Vice President and 
Manager of Agencies 











YOU, TOO, CANIADD THESE 
GUARANTEED RENEWABLE’ COVERAGES 


TO YOUR SALES KIT. JUST WRITE TO ma» 





premium is paid. 













A cordial bow 

to America’s 
top-ranking 

Life Underwriters 
from one of 
America’s most 
progressive 
mutual 
companies 


The Baltimore Life Insurance Co. 


Guardian of Security Since 1882 * Baltimore 1, Maryland 





